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When I left Rutherford’s, it was still 
raining pretty hard. So | decided to 
make some calls in the building. 

The first place I wentin had Feragile 
Specialties Co. on the door, one-room 
office, shabby and bare . . . not enough 
in it for a small fire sale. Not even if 
you threw in Miss Whoozis—I never 
did learn her name. Aside from big 
brown eyes like a cocker spaniel’s, she 
was just another girl salesmen forget. 
And Heaven help me—she lisped! 

‘JMither Feragile ith out. What ith 
it, oer 

I figured a sale in that place as likely 
as finding a pearl ina fable d*hote oyster. 
But practice never hurt anybody. So I 
uncovered the RH and went into the act. 

“Oh—a pothtage meter. Thath the 
machine that printh pothtage, ithn’t it?” 

I did it by the book, checked over 
all the advantages . . . the convenience 
of postage always available in the 


PrTNEY-BOweES Fostage Meter 


0 Miss Whoozs. with sincerest apologies... 


meter, protected from loss, theft or 
damage . . . showed her how easy it was 
to print a stamp for any amount, for 
any kind of mail right on the envelope, 
with a dated postmark—and have the 
envelope flap sealed at the same time 
..-how the meter did its own accounting 
. .. Stressed the ease and speed of meter 
mailing . . . instead of keeping loose 
stamps on hand, licking and sticking 
..- pointed out how metered mail saved 
time in the postoffice because it didn’t 
require postmarking and cancelling... 


L was the full treatment—just as 
if she was The National Amalgamated 
with 4,000 branch offices. | must say 
the girl was a good listener. 

“Thankth very much. I'll tell Mither 
Feragile,” she says, and goes back to 
beating the Underwood. 

Just like that! So I picked up my 
marbles and got out. It had stopped 


PITNEY-BOWES, Inc., 3855 Pacific St., Stamford, Conn. 


Originators of Metered Mail. Largest makers of mailing machines. Branches in 93 cities in the United States and Canada 


raining and there was a really warm 
prospect in the next block. 


Wet, the next Monday morning 
you could have shot me for a rug! In 
the mail comes a requisition for one 
RH Model from Feragile Specialties 
Co. Signed Franklin F. Feragile, Pres. 
. .. She certainly must have told him! 

When I make delivery of that meter, 
with it is going my sincerest apologies 
to Miss Whoozis—plus a flock of 
flowers from the flossiest florist in 
town! And from now on, small offices 
will not be passed over lightly by me 
. . . If you stop to think about it— 
nobody appreciates a postage meter 
more than the girl in a one-girl office! 


Tuere’s a Pitney-Bowes postage 
meter for every size office... 
or bank! Call or write for 
illustrated booklet. 
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The First National Bank 


Statement of Condition June 30, 1948 


ASSETS 


Cash and Due from Banks, . 


United States Obligations—Direct and fully Guaranteed, 


Unpledged, 


To Secure Trust Deposits, ° ° 

Under Trust Act of Illinois, . ° 
Other Bonds and Securities, . 
Loans and Discounts, . . < 


Real Estate (Bank Building), . 
Federal Reserve Bank Stock, ‘ 


-$ 538,989,316.38 


$584,435,178.55 
Pledged—To Secure Public Deposits and 
Deposits Subject to Federal Court Order, 


94,792,000.00 
65,224,571.52 


524,480.00 


° 


° o 


Customers’ Liability Account of Acceptances, . 


Interest Earned, not Collected, 
Other Assets, ‘ ° 


- . 


LIABILITIES 


Capital Stock, ‘ . 
Surplus, , ‘ ‘ 
Other Undivided Profits, 
Discount Collected, but not Earned, 
Dividends Declared, but Unpaid, 
Reserve for Taxes, etc., 


+ ° 


Liability Account of Acceptance , 
Time Deposits, 

Demand Deposits, 

Deposits of Public Funds, 


. 


° 


. . 


744,976,230.07 
89,972,309.17 
789,556,563.39 
2,644,468.39 
4,050,000.00 
2,675,634.40 
4,661 563.04 
258,535.56 


$2,177,784,620.40 


-$ 388,117,660.65 


1,476,698,122.36 


Liabilities other than those abov | stated, 


MEMBER FEDERAL  EPOSIT INSURANCE CORPORATION 











60,000,000.00 
75,000,000.00 
4,028,030.85 
1,156,723.92 
1,200,000.00 
15,504,777.54 
3,300,933.31 


152,777,632.12 2,017,593,415.13 


739.65 


$2,177,784,620.40 
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Condensed Statement of Condition, June 30, 1948 


RESOURCES 

Cash on Hand, in Federal Reserve Bank, and 
Due from Banks and Bankers. . . . « « 
U. S. Government Obligations . . . . .« « -« 
Loans and Bills Purchased a 


- $ 680,832,855.44 
1,123,217,847.28 
870,076,683.69 


Public Securities . . . . .$ 78,525,795.32 
Stock of Federal Reserve Bank . 9,000,000.00 
Other Securities and Obligations . 10,294,152.93 
Credits Granted on Acceptances . 14,040,589.77 
Accrued Interest and Accounts 
ee 7,726,124.16 
Real Estate Bonds and Mortgages 1,321,660.50 
120,908,322.68 
Dea: Piemiines «2 6 6 te tS me ee ee 1,.858,969.78 
Ouhhee Meal Estate « «+ t@ 6 6 t & ee 4 * 38,946.40 


Total Resources . . .« © « « «+ $2,799,933,625.27 


LIABILITIES 


Capital . . 2 «© « «+ «+ + $ 100,000,000.00 
Seeplas Paad . « «© © « 8 200,000,000.00 
Undivided Profits . . . . . 63,848,493.22 
Total Capital Funds . . . . . . =. . « $ 363,848,493.22 
Deposits . . . . « « « «$2,310,497,816.86 
Treasurer’s Checks Outstanding . 41,718,679.50 
po Pee ee ee ee ee ee ee 
Acceptances . . . «© « «© «$$ 20,367,441.68 
Less: Own Acceptances Held 
for Investment... . « 


2,352,216.496.36 


6,186,442.60 
$ 14,180,.999.08 


Dividend Payable July 1, 1948 . 3,000,000.00 

Items in Transit with Foreign 
a ee ee 

Accounts Payable, Reserve for 


Expenses, Taxes, ete. . . e 


967,691.04 


65,719,945.57 
83,868,635.69 
Total Liabilities . .« . « « «© «+ $2,799,933,625.27 


it $90,235,817.59 in the above Statement are pledved to qualify for 


fiduciary powers, to secure public moneys as required by law, and for other purposes 


Securities carried 
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STATEMENT OF CONDITION, JUNE 30, 1948 





RESOURCES 


Cash and Due from Banks . . . $1,203,034,945.43 
U. S. Government Obligations. . 1,632,762,060.73 
State and Municipal Securities. . . 37,494,179.62 
















Oder Securities .. + « «© © © & 126,899,161.59 
Loans, Discounts and Bankers’ 
Acceptances . . . + « «© © «  1,461,069,553.89 
Accrued Interest Receivable . . . 8,561,369.20 
: momen Mortgages . . - « + i 20,617,572.94 
EST ARRI Customers’ Acceptance Liability a 20,343,543.62 
: Kee iy, Stock of Federal Reserve Bank . . 7,950,000.00 
y Banking Houses . . . « «© « « 30,660,493.36 
| anaone Other Assets . 1. 2. 2 2 «© © « 1,939,07 1.00 









$4,551,331,951.38 





LIABILITIES 








Deposits — ee er $4,154,808,627.36 
Dividend Payable fumapese 2, 1948 . 2,960,000.00 
Reserve for Taxes, Interest, etc. . . 8,291,321.26 
Omer sabres: 2 ck 6 Ce 21,425,322.92 
Acceptances 

Outstanding . . $ 25,661,968.10 

Less Amount 

in Portfolio . 4,238,300.52 21,423,667.58 

Reserve for Contingencies . . . . 18,482,323.76 
Capital Funds: 

Capital Stock. . $111,000,000.00 

Ve ‘ 7° Surplus. - « « 154,000,000.00 

* 8 Undivided 
UF 3 Sale Profits . « « 58,940,688.50 

























323,940,688.50 
$4,551,331,951.38 


United States Government and other securities carried at $266, 101,220.00 are pledged to 
secure public and trust deposits and for other purposes as required or permitted by law. 
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Discount For Prompt Payments 
Improves Collections On Loans 


Customers of this bank borrow more often because of the recogni- 
tion they receive for being prompt in meeting their obligations. 


XACTLY 50% of our borrowers 
made all of their note payments 
promptly during a recent period in 
which we kept a record. In about 
30 days, 236 installments and single 
maturities were paid with the orig- 
inal amount of the loans totaling 
$107,523.49. 

Exactly half of these, 118, made 
all of the payments on or before 
maturity. 

It would be better, of course, if 
all made prompt payments, but 
there are various reasons why a 
borrower may find it impossible to 
get in on exactly the right date. If 
the payment is a day late, he is not 
given a rebate for prompt payment. 

Our regular rate is %% per 
month on all except FHA or GI 
loans, This rate is applied to both 
installment and sihgle maturity 
paper, either that made over the 
counter or purchased from dealers 
—except the two classifications 
mentioned above. 

The plan is to rebate “for prompt 
payment.” If the question of rate is 
brought up by the borrower, he is 
informed that, if all payments are 
met on or before maturity, interest 


By FRED L. O’HAIR 


President, Central National Bank, Greencastle, Ind. 


will be adjusted to 6% per annum. 
This is invariably accepted as a fair 
rate and satisfies the single matur- 
ity borrower who wants to know if 
he can pay the note before it’s due. 

Usually by the time the note is 
entirely liquidated, the borrower 
has forgotten about the adjustment. 
Consequently, he is agreeably sur- 
prised when his final payment is 
less than he thought, because of the 
adjusted interest credit. 

The theory of the plan is that 
prompt borrowers are entitled to a 
better rate than those who are de- 
linquent. We consider it unfair to 
customers as well as ourselves to 
attempt to fix a rate in advance of 
performance. 

The burden of managing his 
money so as to get the lower rate is 
placed on the customer. If he is 
prompt, we are saved collection 
expense, and are willing to refund 
him the money collected in discount 
which we were not obliged to spend 
in collection expense. 


The rebate is not held out as an 
inducement, but rather becomes a 
reward for good performance. The 
customer knows that he is making 
his own rate. The plan eliminates all 
discussion of competitive rates, and 
any feeling of discrimination. 
Where it is the custom to have dif- 
ferent rates for different customers 
we doubt if anybody is good enough 
to guess in advance exactly what 
rate should apply, but after the loan 
is paid, it is easy to see what rate 
should have been applied. 

If any of our borrowers repeat 
(we wish they all did)—if they 
borrow a second and a third time, 
they remember the rebate they got 
the first time, and are almost sure 
to be prompt again in order to get 
the rebate, and, at the same time, 
to add a considerable amount to 
their own pride of accomplishment. 

I really feel that it is more the 
latter than the amount of rebate 
that has the desired effect. A person 
who is rewarded unexpectedly in 
this way for promptness, feels that 
his good character has been recog- 
nized and, naturally, he has par- 
donable pride in that fact, This 





Some customers have borrowed from Mr. O’Hair's bank to buy a pickup bailer after being encouraged to believe in their ability to 
pay promptly by a discount in interest given them at the time of making the final payment on a previous loan. 
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Several farmers have bought combines by borrowirg part of the purchase price from 
Central National. When they made the final payment on time, they were given a dis- 
count for promptness. This encouraged them to borrow again. They had made extra 
profits by combining for their neighbors, so their original loan added to their profits. 





Why A Reward For Prompt Payments Increases Borrowing 


1. The rebate is not held out 
as an inducement, but rather 
becomes a reward for gocd per- 
formance. 


2. The plan eliminates all dis- 
cussion of competitive rates, and 
any feeling of discrimination. 


3. Where it is the custom to 
have different rates for different 
customers we doubt if anybody 
is good enough to guess in ad- 
vance exactly what rate should 
apply, but after the loan is paid, 
it is easy to see what rate should 
have been applied. 


4. A person who is rewarded 
unexpectedly in this way for 
promptness, feels that. his good 
character has been recognized, 
and, naturally, he has pardon- 
able pride in that fact. 


6 


5. We compliment him by call- 
ing his attention to the fact that 
he has made prompt payments, 
and rewarding him with a small 
rebate. This has a positive effect. 
He is pleased. He wants to bor- 
row again in order to get another 
recognition. 


6. A reward for achievement 
makes a borrower feel estab- 
lished at the bank of his choice. 


7. This recognition makes bor- 
rowers feel that they were able 
to pay the previous loan prompt- 
ly and, therefore, they will be 
able to pay another loan as 
agreed. 


8. Our experience certainly in- 
dicates that this effect is ob- 
tained because many of our cus- 
tomers borrow at more or less 
frequent intervals. 


J 


pride is so pleasing to him that he 
wants to maintain his record. 

I don’t mean to indicate that 50% 
of the borrowers who completed 
their payments in the period men- 
tioned and did not earn the rebate 
were badly delinquent. Most of 
them were only a day or two laie, 
or were late on only one of several 
payments. The payment record must 
be perfect in order to get the rebate. 

Years ago, the public utilities 
found it impossible to satisfy the 
public with penalties but found that 
people responded to discounts. I 
feel sure that if we were to add a 
penalty for lack of promptness 
this would irritate the borrower. It 
certainly would not appeal to his 
pride and the effect would be nega- 
tive. He would be less likely to bor- 
row again and perhaps, less likely 
te make prompt payments than 
when we compliment him by calling 
his attention to the fact that he has 
made prompt payments, and re- 
warding him with a small rebate. 
This has a positive effect. He is 
pleased. He wants to borrow again 
in order to get another recognition. 

No doubt this recognition makes 
him feel that he was able to 
pay the previous loan promptly, 
and, therefore, he will be able to 
pay another loan as agreed. Our 
experience certainly indicates that 
this effect is obtained because many 
of our customers borrow at more 
or less frequent intervals. 

For example, let us say that a 
farmer buys a combine, He borrows 
$500 of the purchase price, and, 
upon making the last payment, re- 
ceives a rebate as recognition for 
his promptness. He has been think- 
ing about buying a pickup baler, 
with the idea of doing a little cus- 
tom work for his neighbors, as well 
as doing his own baling. However, 
the price of something over $2,500 
is a little high for his present bank 
account. Now, having paid the loan 
he made to purchase the combine, 
he has a feeling of confidence in his 
own ability that he can earn more 
by borrowing the money to buy the 
baler now rather than waiting an- 
other year or two. 

The result is, he comes in and 
talks it over. We make the loan, he 
gets the baler, he does make more 
money, he pays for the baler sooner 
than he thought he could, and he is 
set up for another loan later on. 

We have seen this process operate 
on several occasions, and in differ- 
ent ways, but always favorable, 


both to the borrower and bank. 
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- Your customers use Hammermill paper in their business, for For more than 35 years they have seen Hammermill papers 
— letterheads and essential forms. Hammermill is a name they advertised in the magazines they read. The name itself means 
se know well, trust and respect. “reliable service’ to them. 
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$- Because Hammermill papers have earned and check paper better, and invite you to mail the 

1] maintained their position of leadership for many coupon below. It will bring you a sample book 

r, years, checks on Hammermill Safety provide a showing Hammermill Safety in a variety of colors 

0 “‘plus’’ that no other paper can offer you. They are and three pleasing background patterns. No sales- 
: a continuing, unobtrusive factor in the building of man will call. a 
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s ey are a reminder that even in the matter of . MER al 

e choosing checks, sound judgment guides your bank below now for this . 
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Hammermill Paper Company, 
1505 East Lake Road, Erie, Pennsylvania 
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wing HAMMERMILL 


Please send me—FREE—a sample book sho 
in available colors and surface designs. 





Position 
(Please attach to, or write on, your bank letterhead) BM-AU 
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A Hostess Conserves Officer Time, 


Ten Benefits To Bank And Customer 
Resulting From The Hostess Service 


1. Much officer time is saved because 
the hostess prevents customers from going 
to the wrong officer. For example one cus- 
tomer asked to see the president when a 
new account officer was the one who could 
best supply the help needed. 


2. A loan applicant is taken to the right 
loan officer. Thus, a prospect for a small 
personal loan does not bother an officer 
who specializes in commercial loans. 


3. The hostess receives orders for new 
supplies of personalized checks. 


4. She opens new savings accounts, but 
takes checking account prospects to the 
proper officer. 


5. The hostess cares for babies so the 
mother will not be handicapped in trans- 
acting her banking. This means fewer in- 
terruptions and delays for tellers or of- 
ficers. 


6. By taking the initiative, the hostess 
prevents embarrassment on the part of 
the customer who hesitates to display his 
ignorance by asking for help. She often 
prevents a customer from going elsewhere 
for service. 


7. Many new accounts have been 
opened because of the friendly help only 
the hostess has time to give to strangers. 


8. Additional services are used as the 
result of friendly aid. 


9. Departments of the bank which sel- 
dom serve the customers are introduced 
to depositors needing their help. 


10. Tellers’ time is saved by the hostess 
showing depositors how to make out slips 
when a check is presented and part of the 
money is wanted in cash. 


Speeds Up Service 


By JAMES S. HOLM 


Public Relations Officer, 
United States National Bank of Denver, Colorado 


and 


MISS VALERIA PEITZ 


Hostess, La Salle National Bank of Chicago, Illinois 








REATING a job as hostess at 

the United States National 
Bank of Denver came about as the 
result of a suggestion made by one 
of the directors of the bank—that 
an attractive young lady be hired 
who would be free from routine 
clerical duties and would devote her 
entire attention to receiving and 
directing the public in the bank.., It 
was felt that such a person could 
go a long way toward “breaking the 


ice” that all too frequently seems to 
form on the furniture and fixtures 
in city banks. 

The public relations department 
placed a “blind” advertisement in a 
newspaper, which was worded as 
follows: 

Attractive woman, preferably in her 
thirties, desired for new position as re- 
ceptionist in one of Denver’s largest 
banks. Previous banking experience de- 
sirable but not required. Must be well- 
groomed, poised, and like to meet people. 


4 


Hours 10-3 weekdays and 9:45-12 Satur- 
days. 

This single advertisement drew 
135 letters in four days, and after 
the letters were screened, twenty 
women were interviewed. Mrs. Mer- 
cedes Chaney, an attractive, mature 
young woman just past 30, filled the 
requirements perfectly and was the 
person selected. Although she had 
no previous banking experience, she 
was poised and intelligent and 
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FIELD 
WAREHOUSING 


Warehouse Receipt Loans 
Against Inventory 


FIELD WAREHOUSING... for Warehouse Re- 
ceipt Loans against goods stored right on your 
customers’ own premises. Our Field Warehouse 
Service... operated in strict accordance with 
sound public warehouse practice ... affords you 


maximum security. 


OPERATING OFFICES 


Royal Bidg., Albany 1, Ga. + Healey Bidg., Atlanta 3, Ga. * 60 State St., Boston 9, Mass. 

Rand Bidg., Buffalo 3, N. Y. * Liberty Life Bldg., Charlotte 2, N. C. * 120 So. LaSalle St., 

Chicago 3, Ill. - 1314 Wood St., Dallas 1, Texas * National Bank Bidg., Detroit, Mich. 

Roosevelt Bidg., Indianapolis, Ind. * 121 W. Forsyth St., Jacksonville 2, Fla. + First 

Natl. Bank Bldg., Memphis 3, Tenn. + 16 South Broad St., Philadelphia 2, Pa. + Key- 

stone Bldg., Pittsburgh 22, Pa. * 8th & Locust Sts., St. Paul 1, Minn. * 222 Spring St., 
Shreveport 69, La. * Hills Bldg., Syracuse 2, N. Y. 


New York Terminal Warehouse Company 
25 SOUTH WILLIAM ST., NEW YORK 4, N. Y. 
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quickly learned many of the details 
of banking. During a week of inten- 
sive training, she visited all de- 
partments of the bank and talked 


with the personnel. With this 
knowledge, she began meeting and 
directing the customers, and by 
finding out the answers to unusual 
questions as they came up, she soon 
had much of the information about 
the bank at her fingertips. 

Mrs. Chaney is identified by a 
ribbon with the word “Hostess” 
stamped on it. “Ask Mrs. Chaney” 
reads a sign on her desk, and the 
customers take the invitation liter- 
ally, asking questions ranging from 
bank routine to some of the most 
unexpected things. 

Advertising through various 
media was used to acquaint the 
public with our hostess service. Spot 
announcements on the bank’s radio 
program, advertisements in. the 
daily and neighborhood weekly 
newspapers, window and lobby dis- 
plays, and inserts in depositors’ 
statements were used, with the re- 
sult that thousands of the bank’s 
customers now call Mrs, Chaney by 
name. 

A hostess can quickly spot a cus- 
tomer who is not quite sure where 
to go, and before he starts to wan- 
der around in confusion, she can be 
at his side, answering his questions 
and taking him where he should go 
and to the person who can help him. 

Many of the questions are routine. 
It is difficult for bank personnel to 
realize how few people actually 
know how to go about conducting 
their financial business. When some- 
one asks: “How do I get a check 
cashed?” she finds out if he has an 
account— and, if not, explains that 
the check will be okayed by an of- 
ficer before it is cashed. Then she 
takes him to one of the counter per- 
sonnel, who okays the check and 
directs the customer to the proper 
commercial teller. 

The hostess follows the same gen- 
eral pattern, whether the question 
is ‘Where do I cash war bonds?” 
“How do I open an account?” 
“Where do I get travelers cheques?” 
or’ “what interest do you pay on 
savings accounts?” 

When the customer wants to 
know how to go about getting a 
loan, the hostess inquires what type 
of loan he has in mind and then 
directs him to the right department. 

If the customer wants to buy 
stocks or bonds, she takes him to 
the investment department or to 
one of the officers for information. 
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Many of the customers, particu- 
larly the new ones, seek her help, 
and she shows them where supplies 
are kept and how to make out de- 
posit slips and checks. When a cus- 
tomer wants to reorder personal- 
ized check books, she takes the order 
and sees that it is carried through. 

Every once in a while, customers 
ask rather unusual questions. One 
woman wanted to know the altitude 
of Salt Lake City, and our hostess 
looked it up for her. Often women 
seek her advice as to which is the 
best store in town, and both men 
and women frequently ask where 
a certain business is located. When 
she doesn’t know the answer, she 
always manages to find out, either 
by looking it up or by asking some- 
one. 

The presence of a hostess is wel- 
comed by harrassed mothers, in par- 
ticular, for they can leave their 
babies with her while they take 
care of their business. A common 
sight in the lobby is our hostess 
with a pink or blue bundle in her 
arms, 

The customers are very grateful 
for our hostess—they like the 
friendliness and courtesy that radi- 
ates from her presence in the lobby. 
And they like being called by name. 
In a remarkably short time, Mrs. 
Chaney learned the names of many 
of our regular customers, and al- 
ways greets them with a smile and 
a bright ‘‘Good morning, Mr. : 
Most of the customers thank her for 
helping them, and a few have even 
offered to pay her. Many men come 
and thank her for helping their 
wives. 

A roving hostess has a definite 
advantage over an individual at a 
desk, for many people pass an infor- 
mation desk and then are at a loss 
where to go. Others are timid and 
hesitate to inquire at an informa- 
tion desk. A hostess picks out the 
uncertain customers from any part 





Hostess Tells Of Type 


of the lobby where she happens to 
be at the time and goes immediately 
to their rescue. She is free to take 
the customers personally to their 
destination, which has a distinct 
advantage over just directing them 
and letting them find their way 
alone. Often, she helps elderly peo- 
ple make out their deposit slips. 
She also routes customers from the 
information desk, when there is a 
large group waiting, to one of the 
counter officers who can also open 
new accounts and answer ques- 
tions. 

Often, a prospective customer will 
come in and look around, then 
either open an account or disappear 
and perhaps come back later to 
open an account. Such people fre- 
quently make some comment about 
looking over the various banks and 
then choosing the U. S. National 
because of the friendly and cour- 
teous atmosphere which a hostess 
helps to create. 

Several persons who bring in de- 
posits for their companies have 
transferred their own accounts here 
because they like our friendly serv- 
ice. Probably others who come in 
contact with the hostess for one 
service make use of some of the 
other services, although we have no 
way of following through to see if 
she was a direct cause of more busi- 
ness. 

Our hostess has just celebrated 
her first anniversary with U. S. 
National, and the experiment has 
proved extremely successful for 
everyone concerned. She loves her 
job; the customers depend upon her 
for help, advice, or just a friendly 
welcome, and the other employees 
of the bank can always call upon 
her to take a customer from one de- 
partment to another, which adds 
another personalized touch to our 


many services—James S. Holm, 
United States National Bank of 
Denver. 

s 


Of Services Needed By Customers 


A man came in one day and asked 
where the credit department was. 
I answered something like this: 
“The credit department is a little 
difficult to find. If you will tell me 
what information you would like to 
get, perhaps I can help you, and if 
you need to go to the credit depart- 
ment, I'll take you there.” 

The man said he wanted to look 
up a firm in the Dun and Bradstreet 
book on commercial credits. I went 


J 


with him down a stairway and back 
of the vault where the credit de- 
partment is located. 

The visitor’s appreciation was 
very evident. I might have told him 
to go downstairs, turn to the left 
and go through three doors until 
he came to the credit department. 
He might have found the place and 
might not. At any rate, he would 
not have felt the personal interest 
expressed when I took him there. 
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Current postal money order rates make Todd 
Register Checks more attractive to the public 
than ever before! They save people money and 
and at the same time bring in a high margin 
of profit for banks that offer them. What's 
more, Todd Register Check service will attract 
potential savings account traffic. 

There's no danger of loss...no individual 
account bookkeeping...customers themselves 
do 90°. of the check preparation work! Yet 
Todd Register Checks make money for banks, 
increase their popularity, build good will. Mil 
lions have been sold! 

Let us tell you more about Todd Register 
Checks. Just clip and mail the coupon below 
and we will give you complete information 
without -cost or obligation to you. Find out 


now about the money-making potentialities 





of these Todd checks. 


REGISTER CHECK is the most 
profitable remittance service — 


and the easiest to operate! 
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THE TODD COMPANY, Inc., Rochester 3, N.Y. | 
| 
Please give me complete information about Todd 
Revister Checks. No cost or obligation to me, 
ot course. 
COMPANY, INC. 1 
Bank | 
Todd l 
Address l 
ROCHESTER ad ‘ates ae | 
SALES OFFICES IN PRINCIPAL CITIES e = ai 
By 
DISTRIBUTORS THROUGHOUT THE WORLD BM-8-48 1 
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One day, a young lady came in 
and said: “I want to see the presi- 
dent. Where can I find him?” “I'll 
be glad to take you to the presi- 
dent,” I said, ‘““He is very busy, and 
I can’t be sure just how long you 
will have to wait. However, if you 
care to tell me what you want to 
talk to him about, I might help you 
to transact your business more 
quickly.” 

The lady said, “I have been writ- 
ing checks which have gone back to 
the people to whom I gave them 
marked ‘Account closed.’ I have an 
account here. It is not closed. I want 
to know why I am embarrassed by 
having my check go back.” 


I then said: “I believe I can help 
you and save you time by taking 
you to the man who opened your 
account. Do you remember who it 
was?” 

“Yes,” said the lady; “It was that 
man right over there.” 

I went with the customer to the 
new account officer and explained 
to him what she wanted. The man 
remembered opening the account 
and also remembered that the 
woman and her mother had form- 
erly had an account in their names 
jointly. That account had _ been 
closed and another account opened 
for them jointly in the name of an 
apartment building, whereas, be- 
fore, it had been in the names of the 
individuals. The man asked to see 
one of the checks that had been 
returned and found that the check 
had been signed by the individual, 
with no mention of the account 
name. 

It was explained to the lady that 
the confusion had been caused by 
the fact she had formerly had an 
account in the name of her mother 
and herself, but that account had 
been closed, and the checks she 
wrote were drawn against that ac- 
count, so far as the form she used 
showed. The officer carefully ex- 
plained to her that now, with the 
account name being the name of the 
building, it was necessary for her 


to sign first the name of the build- 
ing and then her own name. 

This method of handling the cus- 
tomer gave her service much more 
quickly than if she had waited to 
see the president, and she was 
shown the correct way to use her 
account. 

Another customer asked if he 
could get into his safe deposit box 
without his vault key. I explained 
carefully that it would be impossible 
because the bank did not have a key 
which would open his box. 

“Oh, but the vault attendant al- 
ways uses a key when I come,” the 
customer said, 

“He uses the guard key,” I ex- 
plained, “only with your key. With- 
out your key, he cannot possibly 
open your box. Without the guard 
key, you cannot open the box. This 
is a protection to you, which makes 
it impossible for the bank or any 
of its employees to open your box 
when you are not present with your 
key. It also makes it impossible for 
anyone who might steal your key 
to open the box without the bank’s 
guard key.” 

Customers often say, “I want to 
open an account.” I ask, “Do you 
want a savings account or a check- 
ing account?” If they want a check- 
ing account, I open the account my- 
self. The preltminary conversation 
with the customer saves the officer’s 
time. In the same way, if a customer 
wants to borrow money, I find out 
what type of loan it will be and 
take him to the proper officer and 
explain what the customer wants. 

I often help customers make out 
deposit tickets, showing them how 
to enter checks and other items. 
Customers seem to need help, par- 
ticularly when they wish to deposit 
part of a check and take the rest 
in cash. In this case, I usually ask 
the customer to deposit the whole 
check and write a withdrawal check 
or counter check for the amount he 
wishes to withdraw.’’—Miss Valeria 
Peitz, Hostess, La Salle National 
Bank of Chicago. 


The Editors Do The Reading For You 


For many years, Bankers Monthly has been prepared in such a way 
that bank officers may get the ideas from the experiences of other 
bankers published on these pages without reading very many words. 
One of the chief features of Bankers Monthly has been the printing 
in larger type in a panel those important points which will enable a 
reader to comprehend in just a few minutes (sometimes in only a few 


seconds) the chief features 


and 


the benefits represented by 


the experience related in the article. 





A Factory Was Re-equipped 
By A Bank Loan 


“Your deposits have been falling 
off recently, what’s the matter?” 
asked the banker of a president of 
a local manufacturing concern. 

“My competitors are  under- 
bidding me,” said the manufactur- 
er. 

The banker made a trip to the 
manufacturer’s plant. ““How would 
it be,’ he suggested, “for me to 
make a trip to your competitor’s 
place?” 

“Fine idea, but don’t tell them I 
sent you,” said the manufacturer. 

After going through the com- 
petitor’s plant, the banker came 
back and called on the manufact- 
urer. 

“Know what’s wrong?” he asked. 

“What is it? Are they using 
poorer materials?” 

“No,” said the banker, “They 
are using better machines. Your 
machinery is obsolete. They pro- 
duce at lower labor cost and lower 
overhead, because the machines 
turn out work faster.” 

“There you are,” said the manu- 
facturer. “I’m licked.” 

“No, you’re not,” said the bank- 
er. ‘All you have to do is to put in 
even more modern machinery.” 

“How could it be more modern?” 
asked the manufacturer. 

“While I was in the city,” said 
the banker, “I talked with a ma- 
chinery manufacturer. He told me 
that he has new machines that will 
make your competitor’s equipment 
obsolete in a few months.” 

The result was that the bank 
worked closely with the manufac- 
turer and his directors, and the fac- 
tory was soon equipped with the 
most modern machines. The bank 
secured a substantial loan out of 
the deal, but was not able to finance 
the whole job. However, through 
the cooperation of the city corres- 
pondent, the whole thing was taken 
care of. 


A consideration to be investi- 
gated in the proof and transit op- 
eration is the omission of the time- 
consuming task of checking en- 
dorsements on incoming cash letter 
items, at least with respect to those 
items under $50, under $100, or 
some other amount. In some banks, 
checks bearing a preceding bank 
endorsement are not inspected for 
payee endorsements at all, since 
the receiving bank looks to the pre- 
ceding bank endorsers for curing 
the defects when endorsements are 
missing. 
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INSPECTED SAFE A NC 6338 


THE NEW 


SAVINGS LEDGER DESK-SAFE 


Does limited floor space prevent your providing ade- 
quate fire protection for vital Savings Ledgers and other 
related records? Does insufficient working space hand- 
icap your tellers? The new smaller Desk-Safe solves 
these problems. Its short depth permits it to be placed 
directly behind the teller’s counter— providing neces- 
sary working space even in cramped operating areas. 
Easy-to-handle slide-in doors allow this Desk-Safe to be 
located wherever convenient, resulting in maximum use 
of floor space without blocking aisles. In addition, it 
provides maximum 4-hour certified protection from fire 
for your vital records—a feature few institutions can 
afford to be without in these days of mounting fire 
losses. 

But certified protection for records is only one of 
the many advantages of this new Desk-Safe. You'll find 
its convenient low height adds immeasurably to the 
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speed and efficiency of routine reference—assures better 
service to customers, by eliminating waste motion and 
needless physical effort ordinarily required—at the same 
time affording officers an unobstructed view of the 
operating area. 

And Desk-Safes are compact. Large capacity drawers 
make all records pertaining to current transactions 
quickly available in one centralized location. Active 
signature cards are filed in the top row of drawers. 
Beneath these drawers is a Sliding Desk Unit contain- 
ing removable trays for active ledger cards. The sections 
below are used for non-current cards or other records. 
These valuable cards and ledgers are not merely avail- 
able at point-of-use —they are protected at point-of-use 
24 hours a day! 

For detailed information call our nearest office or 
write Systems Div., 315 Fourth Ave., New York 10. 


UNDERWRITERS’ LABORATORIES 


Class “A” 4-hour 
Record Protection 


SHORT DEPTH 
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15% Of Employees Time Saved 








In Handling New Account Records 


New account records were formerly handled by eight persons, 
who filled out 44 different forms. Now, an address plate is 
made at once and eight forms are labeled with the plate, 
completing the work in a few minutes. 


N making a study of our proce- 

dure for handling new accounts 
some months ago, a chart showing 
the flow and lavout of the work was 
made. The chart indicated the move- 
ment and handling of the signature 
cards, ledger sheets, and other forms, 
through the various operations until 
they were placed in the permanent 
files of the bank. 

This chart would have made a fine 
design for one of those mythological 
mazes from the center of which no 
adventurer was ever able to find 
his way. It was an astonishing reve- 
lation of the complexity and dupli- 
cation of the system then in use. 


This study revealed, to the as- 
tonishment of all concerned, that 
the new accounts interviewer and 


the others who made up new account 
records used a total of 44 different 
forms scattered over various parts of 
the bank. In the layout study, these 
were all brought together and care- 
fully arranged according to fre- 
quency and convenience of use in 
various receptacles on and in the 
interviewer's desk and working 
space. 

About 150 new accounts were be- 
ing opened or closed each month. 
The new accounts interviewer han- 
dled the opening of the accounts, 
delivering the signature cards to one 
of the tellers, along with the initial 
deposit. 

The teller passed the cards to the 
bookkeeper, who typed the deposi- 
tor’s name on the signature card and 
on the ledger sheet. 

The bookkeeper passed the signa- 
ture card on to a clerk who typed a 
check file tab. 

The clerk passed the card to the 
addressograph operator who made 
a plate. 

Ihe operator passed the card on to 
a typist who filled in a “new accounts 
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By CHARLES C. BRIDGERS 


Vice Presicent and Cashier, 
The Bank of Asheville, N. C. 


New Account Work 
Formerly Done By 
Eight People 


1. The new accounts inter- 
viewer had the signature card 
signed and delivered to a teller 
with the initial deposit. 

2. The teller passed the cards 
to the bookkeeper, who typed the 
depositor’s name on the signa- 
ture card and on the ledger 
sheet. 

3. The bookkeeper passed the 
signature card on to a clerk who 
typed a check file tab. 

4. The clerk passed the card 
on to the addressograph opera- 
tor who made a plate. 

5S. The operator passed the 
card on to a typist who filled in 
a new accounts letter, addressed 
an envelope and listed the name 
on a report of opened and closed 
accounts for the day. 

6. Another clerk typed the de- 
positor’s name on a tax slip re- 
quired by North Carolina laws. 

7. After the card had wan- 
dered around the bank for 
several days, just when the 
bookkeepers needed it most for 
reference, it was filed in the 
signature file. 


The New Procedure 
Includes Only These 
Operations 


1. The address plate is made 
at the time and place where the 
signature card is signed. 

2. The plate is used at once 
to stamp the account name and 
address on all forms used. 

Result — Time saved each 
month is 58% hours. 


Ictter,” addressed an envelope, and 
listed the name on a report of opened 
and closed accounts for the day. 


Another clerk typed the deposi- 
tor’s name on a tax slip required 
by our state laws. 

After the card had wandered 
around the bank for several days, 
just when the bookkeepers needed it 
most for reference, it was filed in the 
signature file. 

We then undertook to find a better 
way to do the job. Arthur H. Brim- 
ley, our new accounts interviewer, 
moved the addressograph plate-cut- 
ting machine (the Graphotype) near 
to his desk and cut a plate for each 
new account just as quickly as pos- 
sible after it was opened. 

He now takes the signature cards 
and plates to the addressograph ma- 
chine, where he stamps each new 
depositor’s name on the signature 
card, ledger sheet, check file tab, tax 
slip, new account report, and new 
account envelope. 


The first four items are handed to 
the bookkeeper within a few min- 
utes after the account is opened. The 
new accounts report is placed in cir- 
culation. The new account letters 
are already printed with no saluta- 
tion and thev are inserted in the 
envelopes and mailed. 

Not only did these changes save 
a great deal of time, but the accuracy 
of the new depositors’ names and 
addresses was assured on all records. 

In arranging the materials in and 
on the interviewer's desk, much 
thought and experiment was applied 
toward a maximum of efficiency with 
also a view to steer away from any 
appearance of a cluttered desk. Each 
morning, he checks his desk and pro- 
cures the needed supplies from the 
stock room so that there is never an 
excuse for keeping a customer wait- 


BANKERS MONTHLY 








nd 
ied 


ed 








































CONTINENTAL ILLINOIS 


NATIONAL BANK 
| AND IRUST COMPANY 


OF CHICAGO 





Statement of Condition, June 30, 1948 





RESOURCES 





ee ee ee Bs IR 56a ok ee ence wees $ 629,772,380.30 
United States Government Obligations................ 1,125,745,357.30 
Coe TN OE IID, o.oo os cineca vacensaanecien 59,926,795.11 
Fg ETT CTC UTE ETT ETL 438, 146,894.55 
Stock in Federal Reserve Bank. ...............00 eee 4,050,000.00 
Customers’ Liability on Acceptances. ...........00-05- 1,379,146.70 
Income Accrued but Not Collected. .................4. 6,139,998.81 
PRUETT UR TE CLE 10,050,000.00 


$2,275,210,572.77 





| PTT Pee eT ee Tee ET ToT Ce Te TT $2,082,217,706.10 
TID | 656: xddkn ses Rae TA 1,387,726.70 
Reserve for Taxes, Interest and Expenses... .......... 7,517,037.96 
Bene Gee GORI. 6 ov occ eck sects ceseedens 18,105,727.03 
Income Collected but Not Earned.................... 434,377.36 
PTET eTT ee ee ee 60,000,000.00 
PPO ee PC TUT TERT TTT OTE e 75,000,000.00 


ee re ne ee eet eee 30,547,997.62 
$2,275,210,572.77 





United States Government obligations carried at $228,891,757.07 
are pledged to secure public and trust deposits and for other 
purposes as required or permitted by law 


Member Federal Deposit Insurance Corporation 
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All forms are filled in promptly by one person and an addressing machine. 


ing while he goes 
necessary forms. 

It is estimated that the aggregate 
time of the several clerks in making 
separate typings on the various 
forms, typing all names and address- 
es on the report sheet, and heading 
up the new account letters amounted 
to around three hours a day. By 
eliminating the separate typings and 
having all forms printed with the 
addressograph plate by one person, 
the time was reduced to 45 minutes 
or a saving of two hours and 15 
minutes a day. In a month, this 
amounts to a saving of about 5814 
hours 


hunt up the 


Here Is An Ideal Borrower 


We all have certain individuals 
for whom we would “stick out our 
necks,” and I am not speaking of 
friends or relatives. 

In our case, as a country bank, 
most of our loans are to farmers 
and small local businessmen. There 
is the individual who, during the 
lean years of 1932-33 made a liv- 
ing, paid his debts and managed to 
keep his credit. We are glad to help 
him. 


He rented a 330-acre farm for a 
few years. He was short of machin- 
ery and help, and with his wife 
and four children, worked night 
and day, managed to save, and 
bought the farm under contract. 


Now he is working harder than 
before. He is buying cattle and 
hogs, borrowing all the money and 
giving everything he owns as se- 
curity. With the help of an “up- 
market” and today’s prices, he is 
able to show a very good state- 
ment. 

The individual mentioned feeds 
about 500 head of cattle and hogs 
a year. He is still paying for his 
farm and borrows from $10,000 to 
$20,000 most of the time. His wife 
always signs a chattel mortgage 
with him and they are always here 
before the note is due. 

He doesn’t complain of the in- 
terest rate, expects to make a new 
financial “statement regularly, and 
takes pride in showing me around 
his farm. 

From our viewpoint, a_ good 
feeder loan with sufficient collat- 
eral, or a real estate loan that func- 
tions properly is about tops. 


A man most likely to be a good 
borrower is one who has had to 
work for what he has, knows a 
little about managing, and realizes 
when he borrows from a local bank 
that he is borrowing his neighbors’ 
or friends’ money—a man who be- 
lieves in his ability, his product, 
and also his fellow men. 

We all have prospective borrow- 
ers who are always looking for 
something for nothing. Others lack 
responsibility and managership and 
borrow for some certain project, 
but fail to follow through. There 
are a few who work hard, but just 
don’t seem to make a go of any- 
thing. They are not spendthrifts, 
but lack that certain ‘“‘knack” for 
making things click. —Eber V. 
Flint, Cashier, Andrew Savings 
Bank, Andrew, Iowa. 


“The portfolios on loans and 
service charges which I borrowed 
from Bankers Monthly contained 
very good information. Thank you 
for their use.’”’ —Ray Hall, Presi- 
dent, State National Bank, Heav- 
ener, Oklahoma. 





It is easier to get more business from our own customers than 
trom customers of other banks.—Lewis F. 


Bank & Trust Co., Atlanta, 


Gordon, Vice President, 


Georgia. 


it is to get a little business 
Citizens & Southern National 
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STANDARD NATIONAL BANK 


OF ALL CHECKS 


Automatic endorsing of checks as they 
are sorted, listed, and proved is an 
exclusive feature of the IBM Proof 
Machine. 

In addition to positive endorsement 
of all outgoing checks, the IBM Proof 
Machine provides for identification 
printing on all incoming exchanges. 
Immediate reference then can be made 
to the proper sending bank, and the 
date line indicates that each item has 
been processed and reconciled by the 
Proof Department. 


Only the IBM Proof Machine pro- 
vides this simple, accurate source rec- 
ord control of all transactions—simul- 
taneously with the proving operation. 


ELECTRIC PUNCHED CARD ACCOUNTING MACHINES 
PROOF MACHINES... SERVICE BUREAUS... ELECTRIC TYPEWRITERS... 
TIME RECORDERS AND ELECTRIC TIME SYSTEMS 





International Business Machines Corporation, World Headquarters Building, 590 Madison Avenue, New York 22, N. Y. 
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A Tested Plan Used By Directors 


To Convert Cash Into Earning Assets 


The author, who has worked with many boards to set up 
sound administrative policies, here outlines a simple procedure 
used to get the greatest help from directors. 


By MARSHALL CORNS 


Management Engineer and Consultant to Banks and Bankers, 


NE OF the principal responsi- 
bilities of directors is to plan 
in advance for converting cash into 
loans and investments. Whether the 
board delegates this responsibility 
to the executive committee, loan 
committee or discount committee, 
or makes it a responsibility of the 
full board is of little importance. 
What is important is that all 
types of deposits should be ana- 
lyzed, deposit trends (seasonal fluc- 


Chicago, Illinois 


tuations and their causes) should 
be studied and the board should 
determine, on the basis of makeup 
of deposit liability, loan and in- 
vestment policies, the percentage 
of time and demand deposits and 
capital funds which should be in- 
vested in— 

1. Government securities matur- 
ing within 2 years. 

2. Government securities matur- 
ing between 2 and 5 years. 








Eight Points In Setting Up A System For Asset Conversion 


1. All types of deposits should 
be analyzed, deposit trends 
should be studied (seasonal 
fluctuations and their 
causes) and the _ board 
should determine loan and 
investment policies based on 
makeup of deposit liability. 


2. Not only does the setting up 
of loan and investment poli- 
cies contribute to sound 
operations and bring about 
maximum income, but it acts 
as an incentive for loan and 
other administrative officers. 
It gives them a “sales quota” 
and the additional respons- 
bility to hustle for loans to 
meet the quota set up by 
the directors. 


3. The next phase is to be cer- 
tain that the loan and in- 
vestment policies are pro- 
perly executed by the offi- 
cers. This can best be done 
by delegating proper loan 
responsibilities. 


4. The setting up of limitations 
does not eliminate the re- 
view of all loans made but 
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rather allows the officers 
certain latitude so they can 
function more efficiently and 
render greater service to the 
customers. 


5. After policies have been. de- 
finitely defined and proper 
limitations established for 
each loan officer, the next 
step is to be sure that credit 
applications are evaluated 
from complete information. 


6. All applications for loans 
should be reviewed by the 
directors or the discount 
committee. There are several 
good reasons for reviewing 
all applications. 


7. If the loan has been made 
by one of the officers, the 
directors have the opportun- 
ity to approve the loan. 


8. If the loan application has 
been declined, the directors 
have the opportunity to learn 
the reason and make valu- 
able suggestions for future 
handling of applications in 
similar situations. 


3. Government securities matur- 
ing between 5 and 10 years. 

4. Government securities matur- 
ing beyond 10 years. 

5. Conventional mortgages. 

6. F.H.A. mortgages. 

7. Commercial loans on _ state- 
ment. 

8. Loans on marketable collater- 
al. 

9. Loans on other collateral. 

10. Consumer credit loans. 
11. Personal loans. 

12. Cash surrender 
insurance, 

Not only does the setting up of 
loan and investment policies con- 
tribute to sound operations and 
bring about maximum income, but 
it acts as an incentive for loan and 
other administrative officers. lt 
gives them a “sales quota” and the 
additional responsibility to hustle 
for loans to meet the quota set up 
by the directors. 

The next phase is to be certain 
that the loan and investment poli- 
cies are properly executed by the 
officers. This can best be done by 
delegating proper loan responsibil- 
ities. The purpose in setting up 
limitations, of course, is to screen 
as many loans as possible, to be 
able to give a prospective borrower 
an immediate answer and to take 
up the time of directors or mem- 
bers of a discount committee only 
in cases where such approval is ab- 
solutely necessary. 

The setting up of limitations does 
not eliminate the review of all 
loans made, but rather allows the 
officers certain latitude so they can 
function more efficiently and ren- 
der greater service to the custom- 
ers. 

In a bank with a functioning 
board of directors, a discount com- 
mittee, and where the president 
and vice president are delegated 
the responsibility of making loans, 
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—this machine mechanically proves each 
. e deposit + creates outgoing letters + con- 
| n @) n e re) @) o r re! T : re) n trols sort of items * establishes controls 
for all departments + accumulates sepa- 
rate debit and credit totals * and provides 

identification for all items. 


Its automatic error-detection feature — which literally 
locks out error — is found in no other machine. It keeps the work absolutely 
in balance every minute of the day. At the end of the day, control figures 
are immediately available for final balancing of all departments. 

A bank handling even so few as 2000 items a day can keep one of these 
National Central Control and Proof Machines busy with profit. 


A NEW, ILLUSTRATED 64-PAGE BOOKLET 
One large bank operates a battery of 65, providing definite proof and describes the services of each of the 
d : d y ges ; National line. Shows how they can 
control on all incoming items, and eliminating peaks and bottlenecks speed work in every department of 
by keeping an even flow of work going to all departments from the your bank. Ask your local National 
: Bnet representative to bring you your 
time the bank opens until it closes. copy. You'll find it informative and 
" er , — ‘ helpful. Have it handy when ac- 
For fuller description of this, and all the other National Accounting counting problems axle. 
Machines, ask your local National representative for your copy of the 


handsome and helpful illustrated 64-page booklet shown at the right. : 
Or, write to The National Cash Register Company, Dayton 9, Ohio. Sational 
Sales and Service Offices in over 400 cities. ; 


ACCOUNTING MACHINES 
THE NATIONAL CASH REGISTER COMPANY | erat 
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the authority required is as shown 
in the accompanying table. 


After policies have been defin- 
itely defined and proper limitations 
established for each loan officer, 
the next step is to be sure that 
credit applications are evaluated 
from complete information. 

Obviously, unless the officers are 
loan-minded, the opportunity still 
exists to turn down many worth- 
while loans. Therefore, all applica- 
tions for loans (whether made or 
not) should be reviewed by the 
directors or the discount committee. 
There are several good reasons for 
reviewing all applications. If the 
loan has been made by one of the 
officers, the directors have the op- 
portunity to approve the loan. If 
the loan application has been de- 
clined, the directors have the op- 
portunity to learn the reason and 
make valuable suggestions for fu- 
ture handling of applications in 
similar situations. 


Ideas Can Make Money 


It is often surprising to see how 
an idea expressed by a director 
will disclose ways and means of 
making a loan. After all, the rea- 
son for having directors is to make 
use of their experience and knowl- 
edge. 

It is quite a task, of course, for 
the directors to go into the details 
of every application inless it hap- 
pens to be the type of loan which 
can be made only with their ap- 
proval.Because of the time it takes 
for each director to read or glance 
over a complete credit file, and to 
insure each director having the 
same information on which to base 
an opinion, it is suggested that a 
brief resume of the credit informa- 
tion on each applicant be furnished 
each director and that the loan 
officers supply details verbally, if 
requested. 

Such reports should be brief, and 
can be filled in on the typewriter 
and a number of carbon copies can 
“be produced. Such reports should 
contain at least the information 
shown on the accompanying chart. 


Employee training is not some- 
thing which we can toss off lightly. 
It’s a big job and a tough one in any 
organization, regardless of size... 
but like any other job, it can be 
done, and done well, if we make up 
our minds to do it.—H. C. Nicholls, 
cashier, The First National Bank, 
Madison, Wis. 
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Type of Loan 
Marketable 
collateral 


Other 
collateral 


Personal Loans 
with statement 


Business Loans 
with statement 


Lines of credit 


Real estate 
mortgages 
(subject to 
appraisal ) 
Real estate 
mortgages 
FHA II 
FHA I 


Name 
Address 





LENDING LIMITATIONS OF OFFICERS 


Class 
Under $5,000 
$5,000-over 


Under 2,500 
2,500-10,000 
10,000-over 


Under 1,000 
1,000-5,000 
5,000-over 


Under 1,000 
1,000-5,000 
5,000-over 


Under 5,000 
5,000-15,000 
15,000-over 


‘Under 5,000 
5,000-10,000 
10,000-over 


Under 
Over 10,000 


Under 1,000 
Over 1,000 


LOAN APPLICATION 


Type of Business 
Amount of Loan 


Purpose 


Terms of Payment 


ASSETS 


Cash & Bank 
A/C Rec (good) 
Inventory (good) 
Mach. & Equip. 
R. E. & IMP. 
TOTAL ASSETS 


LIABILITIES 


A C Pay Bank 
A/C._Pay Creditors 
A/C Pay Mach. & Eq. 


A/C Pay R. 


Capital 


E. & Imp. 


Surplus-Net Worth 


TOTAL LIABILITIES 


Gross Sales 


Salaries 
Expenses 
Taxes 


Net P. or L. 


REMARKS 


ACTION TAKEN 


J 


10,000 


Dirs. 
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Comm. P. V.P. V.P. P. 
x = x 
x 
x: = x 
x 
x 
x = x 
x 
x = x 
x 
= 
x 
= 
x 
x 
3 
x 
: = x 
x 
Date 
Time 
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| CENTRAL HANOVER 


BANK AND TRUST COMPANY 
NEW YORK 
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PRUSTEES Statement of Condition, June 30, 1948 
i GEORGE W. DAVISON 
1 Honorary Chairman 
l} LOUIS S. CATES a 
Chairman of the Board ASSE I S 
1 Phelps Dodge Corporatio:. 
| COLBY M. CHESTER “ash and Due fro —— : . S$ 415,486,774.5 
1} Howerary Chairman Cash and Due from Banks ome . > 415,499,774-54 
| Genera | Foods Corporation U.S.G . os a 
|| . 5. Government Sec GLO ee elm oe 606,485,001.77 
JOHN B. CLARK rene Seer Sia 4 
| President, The Clark Thread Co. St ate an i M ni , yal S riti 1.912.623 ¢.72 
| Otate ¢ l 1pal sec . . . . . . - . 
| JARVIS CROMWELL SS HbDE oWIITI 
President . * * 
William Iselin & Company, Inc, Other Securities oye. a, eee ae 12,940,993.29 
} BERNARD M. CULVER : , 
| Chairman of the Board Loans and Bills Purchased. . . . 6 6 © «© = ©=©450,287,764.77 
1} Continental Insurance Company 
; 
JOHNSTON DE FOREST Real Retase Mortgnems.. « st et 4 55540,930.14 
Attorney 
THOMAS DICKSON Banking Houses os 0 ee oe Sa Se 11,724,008.00 
President 
Berlin and Jones Company, Inc. peterest Accrued. 2. 2 te ttt th 8 2,846,686.06 
W yoke ER G. DUNNINGTON 
Attorney Sais ——- 
\| Dunnington, Bartholou and Miller Customers Liability on 
i WILLIAM A. ELDRIDGE Acceptances eae ee ee ee ey 7,010,563.30 
| Vice President 
WILLIAM F. C. EWINC Total $1,554,241,363.60 
Executive Vice President DIM AN INS 





Alexander Smith and Sons Carpet Co, 
ROBERT L. GERRY Pe 
President, The Gerry Estates, Inc. LIA B I | J I IES 


WILLIAM S. GRAY, JR. 


President 


COO 6 « © « 

i Py mag be c 
airman of the Boar SO.000.000.00 
Kansas, Oklahoma and Gulf Railway Co. i urplus ee ey Ge a = A 

K. T. KELLER J ivi Irofits 27.578. 640 $ 28.°78.6 t 
President, Chrysler Corporation Undivided Profits. . . . . 27557%,049-91 > 125,575,040.91 

| GEORGE M. MOFFETT 

| Chairman of the Board 

Corn Products Refining Co. 


JOHN K. OLYPHANT, JR. Taxes, Interest, ef. . . 2 0 0 0 8 8,156,275.37 
Vice President ‘ m 


BENJAMIN O'SHEA 
Director ‘ ; 
l maeatgrenpneiogammaiaas Corporation Pavable J uly 1 , 1948 ’ ae ee 1,050,000.00 
a ~ er Board, New York and ; : 
| € rman of the Board, New York an » es 
Pennsylvania Co., Inc. Acceptances . . « « « « $10,918,633.30 
AUGUSTE G. PRATT ; opi ‘ P . 
Chairman of the Board bt FOCttne:: 4 ae ce a 35472,732-9I 75445,900.39 
The Babcock and Wilcox Company 


GWILYM A. PRICE Deposits. . 
—- es c 
Westinghouse Electric Corporation . . 

en - Total $1,554,241,363.60 

LUCIUS F. ROBINSON, JR. J- J 
Attorney 
Robinson, Robinson and Cole 


JOHN P. STEVENS, JR. There are pledged to secure public monies and to qualify for fiduciary powers 
President, J. P. Stevens & Co., Inc. 


HENRY P. TURNBULL U. S. Government Securities 
Montclair, New Jersey 








Reserves: 


Dividend: 





eee © © © © «we  h6Ue BLOB OIC E4507 





o « & © 6 «© «© « Y99,9995244-49 








WILLIAM WOODWARD 
| New York, N. Y. 


+ MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 








August, 1948 


21 








El If a bank had all of the follow- 

ing accounts, from which ac- 
count would it be most likely to 
withdraw to pay taxes? 


a. Surplus; b. Reserves; c. Undivided 
profits. 


If you were information clerk 
in your bank, which would be 
the correct answer to the following 
question: ‘Where shall I indorse 
this check?” 
a. Wherever you like; b. The N.I.L. says 
that the payee’s signature anywhere on 
the instrument is a sufficient indorse- 


ment; c. The best place is at the left end 
on the back. 


If a 90-day note is dated May 
4, on which date will it fall 
due? We will assume that the due 
date is not Sunday and that your 
bank is open on Saturdays. 
a. Aug. 2; b. Aug. 3: ec. Aue. 4. 


Ly If your bank is a Federal Re- 

serve member and its legal re- 
serve in the Federal Reserve Bank 
is $25,000 and it deposited $15,000 
during the month, how much could 
it withdraw from the account, 
according to Federal Reserve 
Rules? 


a. $40,000; b. $10,000: c¢. $15,000. 


In which book should the fol- 

lowing account be found? Total 
Savings Deposits—Deposit accounts 
payable only subject to the savings 
by-laws of the bank, and as re- 
stricted in member and _ insured 
banks by various regulations of the 
board of Governors of the Federal 
Reserve System and the Federal 
Deposit Insurance Corporation re- 
spectively. These accounts are 
usually interest bearing, at rates 
established by the savings by-laws. 
They are represented by pass books 
in the hands of the depositors and 
payments may be made only to the 
depositor in person, or against his 
order when accompanied by the 
pass book. 

a. Savings ledger: b. General ledger: 

ec. Commercial ledger. 
fa Which of the following titles is 

most commonly used in bank- 
ing? 

a. Cashier; b. Saleslady; c. C.P.A? 
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Circle the letter indicating the answer 
you believe is correct. Grade yourself 
as follows: 
18, 19, or 20 


15, 16, or 17 
12, 13, or 14 
8, 9, 10 or 11 Average 
5, 6, or 7 Poor 
2, 3, or 4 Very Poor 
(Answers On Page 38) 


Very Superior 
Superior 
Good 





Which of the following ma- 
chines is most likely to be in 
the office of a bank president? 


a. Dictaphone: b. Posting Machine; 
c. IBM Proof Machine. 


fy Which of the tollowing is a 
bailor? 
a. One to whom property is entrusted for 
some specific purpose; b. Anyone who 
accepts obligations; c. One who deposits 
property with another person or corpora- 
tion for a specific purpose. 
Which of these names is most 
likely to be heard in most any 
bank in the U. S.? 
a. Remington Rand; b. Fordham; c. 
Robeson. 
Which of these items would be 
most likely to be found in a 
safe deposit booth after a box renter 
had lett? 


a. Stock certificate of Americana Furni- 
ture, Inc.; b. Cultivator; c. T-square. 





In which of the following de- 

partments is a typewriter book- 
keeping machine most likely to be 
found? 


a. Loan & Discount Ledger; b. Clearings: 
ce. Proof. 


One of the following statements 
was made in Bankers Monthly 
a few months ago. Which one? 


a. The applicant’s reference, employment 
and residence are verified through the 
local credit bureau; b. A borrower may 
obtain a small amount of money, say up 
to $300, merely by obtaining four in- 
dorsers; c. All loan applicants must have 
a co-signer. 


Of the following types of bonds 

commonly purchased by banks, 
which usually bears the highest 
rate of interest? 


a. Governments; b. Industrials; c. Muni- 
cipals. 


Are there any mutual savings 

banks which are National 
Banks? 

a. Mutual Savings Banks operate only 

under state laws: b. A Mutual Savings 


Bank may have either a national charter 
or a state charter. 


If you think the following state- 

ment is true, circle the T which 
precedes it. If you think it is false, 
circle the F. 


T. F. All the bonds owned by a bank 
are often referred to collectively as a 
“bank’s portfolio.” 


This question counts five. Each 

word in the left hand column 
below is more closely associated 
with one of the words in the right 
hand column than with any of the 
others. Try to match them cor- 
rectly. Write the number used in 
the right hand column after the 
correct word in the first column. 


1. Renter ..... si 1. Commercial 
: ledg 
2. Ticket 2. —- 
3. Coupon . 3. Savings 
Bookkeeper 
4. Old balance... 4. Teller 
5. Withdrawal 5. Safe Deposit 


Organize A Quiz Club 


You can get a lot more value from 
the Bankers Monthly Quiz if you 
meet with others, after all scores 
have been turned in, and discuss 
each question—each person offering 
any experience that may apply to 
the point made by the question. 
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» financial interest in hotels, stores, restau- 
rants and office buildings calls for a careful con- 
sideration of Better Air Conditioning. 

Survey after survey has indicated the income- 
building advantages of air conditioning systems 
that adequately cool, dehumidify, circulate, filter, 
and ventilate the air for all types of business. 

You can get such a system when you insist on 
General Electric equipment . . . installed to Gen- 
eral Electric standards. 


“INVESTMENTS PROTECTED” 
by Better Air Conditioning 


In your own bank, too, General Electric Better 
Air Conditioning can mean more comfort to 
clients and depositors... greater efficiency from 
employees . . . easier cleaning. 


We suggest you discuss the profit building pos- 
sibilities of air conditioning with an expert in the 
field— your local General Electric dealer or con- 
tractor. General Electric Company, Air Condi- 
tioning Department, Section A8278 Bloomfield, 
New Jersey. 


GENERAL @ ELECTRIC 


Better Air Conditioning 


August, 1948 
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pecilic Facts About Business 
Help Both Customer and Loan 


Loan officers in any bank may benefit themselves and their 


Oiticer 


borrowers by using information such as is contained in the 
‘Information Digests” here described which have been tested 
in use by loan officers of Bank of America. 


N° that there are so many 
people who wish to get into 
business tor themselves, we feel it 
is a duty of our loan officers to help 
as many of these people as possible, 
either to get into 
fully or to avoid going into a busi- 
ness in which they cannot succeed. 


business success- 


\s a basis for this help, we are 
publishing a series of pamphlets for 
our loan officers and customers 
which we call “Information Digests.” 
Each pamphlet is about an indivi- 


dual business. “Those already pub- 
lished = include: Ihe Restaurant 
Business, The Home Appliance 


The Women’s Readv- 


Business. 


Business, and 
to-Weat 
\t the present time, we are pre 
paring four more digests on: The 
Grocery Business, Service Station, 
Furniture, and Drug Business. 

These digests have been prepared 
for three groups of people: Those 
who are thinking of entering a cer- 
tain line of business: present store 
owners interested in reviewing thei 
own methods, and those called on to 
give advice on retail problems and 
opportunities. 

Bank loan officers, who fall in the 
third group, find that the appraisal 
of a loan application is greatly facil- 
itated when these information di- 
gests are available. In general terms, 
they provide a series of yardsticks 
which enable the prospective bor- 
rower to measure his own qualifica- 
tions either for the business under 
consideration, or for some form of 
financial assistance for a_ business 
in which he is now engaged. 

The pamphlets I have mentioned 
have been prepared after a great 
deal of study among successful as 
well as unsuccessful people in each 
line. As an illustration of how this 
tvpe of information can help the 
prospective businessman, I quote 
the following from the Information 
Digest on The Home Appliance 
Business: 

“Public interest in home appli- 
ances has never been as high as it 
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By E. A. MATTISON 


Executive Vice President, 
In Charge of Development of Loan Services 
Bank of America, 
San Francisco, California 


is today. The number of home ap- 
pliance stores and of stores offering 
appliances along with other types 
of merchandise has increased tre- 
mendously in the last few vears. Fon 
example, the number of California 





Types of Information Needed 
By Borrowers Going Into 
Business 


1. Risks and rewards of the 
business. 

2. Personal qualifications 
needed in the management. 

3. Capital requirements for 
success. 

4. Advantages of buying a 
going business. 

5. How to get and retain cus- 
tomers. 

6. Sources of necessary cur- 
rent information about the busi- 
ness. 

7. How to decide what to sell. 

8. How to decide what price 
lines will be most popular in 
your territory. 

9. Helpful ideas in buying in- 
ventory. 

10. How to mark up prices in 
order to insure the proper margin 
of profit. 

11. How to buy according to 
prospective turnover. 

12. How to keep records which 
will show profit and loss prompt- 
ly. 
13. How to select the best 
location for a store. 

14. How to get up-to-date help 
in store design and layout. 

15. How to plan and use ad- 
vertising. 

16. How to select the right em- 
ployees. 


stores selling home appliances and 
furnishings, and of those handling 
radios and musical instruments, ctc., 
rose from 13,000 in July, 1941 to 
24,000 in the Spring of 1947, an in- 
crease of almost 50°;. Whether or 
not the business can support this 
many outlets is a question each re 
tailer and prospective retailer must 
decide for himself. 


Conditions Change 


“Before the war, the appliance 
business was very competitive. Deal- 
ers, Whose showrooms were filled 
with merchandise, sent salesmen to 
call on prospects and arrange fon 
demonstrations. Furniture, depart- 
ment, and chain stores promoted 
strong advertising and selling cam 
paigns. 

“Then the war came along with 
its scarcities and high prices. People 
stood in line to buy butter and 
nylons, and rushed to sign up ton 
a new refrigerator. When every 
store finally had butter and nylons, 
the lines disappeared. At about the 
same time, some dealers noticed that 
their waiting lists were becoming 
smaller. 

“Today, pre-war competition is on 
the way back. That's why it’s just 
common sense for you to look ahead 
with market changes in mind. 

“Whether you are only thinking 
about the business or actually have 
your own store, here are a few ele- 
mentary points which may be help- 
ful to you. 

1. A good retailer likes people 
and they like him. 

2. He enjoys waiting on custom- 
ers and knows how to please them. 

3. He knows his products and 
the needs of his customers. 

t. He has the ability 
sale. 

“As for fundamental business 
judgment, the good retailer recog- 
nizes that it involves the ability to: 

1. Estimate future sales  accu- 
rately. 

2. Avoid too large an investment 
in fixed assets. 


to close a 
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we bring two commodities — knowledge and facilities. 
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your bank in the Philadelphia area. 
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3. Keep or read a set of books. 

4. Avoid a large and slow-moving 
inventory, 

5. Use the methods of manage- 
ment and merchandising which 
have been developed for retailers 
by appliance manufacturers and 
distributors. 

6. Have a feeling for the profit- 
able buying and selling of merchan- 
dise. 

“Underlying all this, of course, is 
good character. In retailing, this 
primarily means honesty in money 
and contract matters. 

“The following three paragraphs 
are concerned with establishment of 
a new store or the purchase of an 
existing one. If you are already run- 
ning your own business, you may 
want to glance through them rather 
quickly. On the other hand, some 
of the facts under the original in- 


vestment may be of special interest 
to you. 


Speaking of Money 

“Have you enough money for 
opening expenses, working capital, 
and sufficient merchandise? If you 
haven't enough to establish and 
operate a well-planned business, give 
up the whole idea. Sometimes, a 
business that is started on a shoe- 
string will succeed, but the odds 
are against it. For one thing, com- 
petition is on the way back and 
that calls for money for advertising 
and selling. ‘ 

“Your capital will be invested in 
store remodeling, opening expenses 
(neon signs and displays, tools, 
equipment, parts, supplies, trucks, 
etc.) and the appliance stock. Since 
the money spent for remodeling. is 
taken out of the business, this ex- 
pense should be kept within reason- 
able limits. 


“Tf the rest of the money is used 
wisely, one-half of it will be spent 
on the appliance stock, one-quarter 
for the various opening expenses, 
and the remaining quarter will be 
reserved for working capital. Your 
appliance investment probably will 
be divided as follows: 35°, for 
kitchen equipment, 40° for radios, 
phonographs, records, tubes, etc. 
10°, for laundry equipment and 
15% for vacuum cleaners, 
and table appliances. 

“According to men who know the 
appliance business, it takes more 
money to operate a well-planned ap- 
pliance store in a large community 
than in a small one. A town of 5,000 
may require $7,500 to $8,500. For a 
population of 10,000 or 15,000 the 
capital requirement might be around 
$12,000 or $14,000. In a small city, 
the amount will increase to $20,000 
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The information digests are printed in two 
colors and contain much helpful information. 


and, if you are in or near a metro- 
politan area, you will need at least 
$25,000 for the ideal type of appli- 
ance store. 


Buying a Going Business 

“There are times when this is a 
good way to get started, but only if 
you can buy a well-located and well- 
arranged store, with strong fran- 
chises, at the right price. Many of the 
stores you will be offered may have 
been unsuccessful. Others may be 
satisfactory except for the asking 
price. 

“In most cases, the only assets 
worth buying will be the merchan- 
dise, fixtures, equipment and lease. 
Get the opinion of appraisers, appli- 
ance distributors, and your banker 
on what the business is worth. 

lave a lawyer examine the lease 
and hire an accountant to go over 
the books, accounts, and tax records 
to see if taxes and ‘bills have been 
paid. Check the location, merchan- 
dising, and operating performance 
of the store with the material that 
follows. If you get the facts before 
you sign any papers or make any pay- 
ments, you will probably make a bet- 


ter buy than if you bought first and 
asked questions afterwards. 


Operating at a Profit 

“The number-one problem of any 
businessman has always been to have 
something left over as a profit after 
all bills and expenses have been mct. 
Today, the wholesale cost of an ap- 
pliance averages about 30 to 33°; 
less than the retail price. The differ- 
ence is, of course, gross profit or gross 
margin, as it is generally called. Ac- 
tually, the service department will 
account for some income and ex- 
pense, but right now only appliance 
sales are being considered. 

“In order to make a net profit on 
your sales, operating expenses have 
to be kept below 309%. Out of this 
margin must come rent, light, heat, 
selling expenses, advertising, your 
own salary, salaries of your employ- 
ees, service expenses, interest and 
payments of borrowed money, taxes, 
insurance, trade-in-losses, credit loss- 
es, and all other expenses. Unless 
expenses are carefully controlled, 
there may not be any net profit. 

“Almost everything costs more to- 
day than it did before the war. When 
outside selling, advertising and serv- 
icing are necessary, their cost must 
be added to present expenses. Here 
is a suggested expense breakdown 
that was developed just before the 
war. It may be helpful for you to 
compare your own figures or esti- 
mates with it. Profit is the difference 
between gross margin and expenses. 
That is why expenses must be kept 
under careful control at all times. 


Owner’s and Office Salaries 5°, 


Salesmen 10°; 
Service Department 4% 
Rent 4% 
Advertising 2% 
Other Expenses $%, 

Total 28%, 


Finance Plans 

“Your bank can help you finance 
your appliance inventory with a 
‘floor-plan.’ It also has an install- 
ment plan for retail sales. “These 
well-developed plans will help you to 
do more business and relieve you of 
credit and financing problems in 
which your bank specializes. 

“The appliance business is fast- 
moving. It never stands still because 
it sells modern, efficient living to the 
American family. Products change. 
So does competition. In this busi- 
ness, real success comes when you 
keep ahead of competition by pro- 
viding the best merchandise and the 
best service. Good service on repairs 
and installations is essential. No one 
has a monopoly on the use of smart 
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advertising and forceful selling for 
best results; plan your work and 
work your plan. 

“Every good dealer always tries to 
avoid: 

|. Losses from excessive trade-in 
allowances, 

2, Mark-downs on 
merchandise, 

3. No-profit service to back guar- 
antees on poorly designed and con- 
structed appliances, 

t. Service work sold below cost. 

“Here are a few more points to 
keep in mind: Prices will change 
and new models will be introduced. 
\ny plan should try to anticipate 
these insofar as practicable. Good in- 
ventory control of appliances, parts, 
and accessories will disclose slow- 
moving items. Whether sales are 
large or small, expenses go right on; 
therefore, they must be kept under 
control. ‘Turnover is one of the keys 
to success. It should be promoted 
through well-planned advertising 
and selling. And never forget that 
it takes good performance to hold a 
good franchise. 

“An alert dealer invariably cooper- 
ates with manufacturers, distributors 
and public utility representatives. If 
you go into this business or already 
have your store, don’t under-estimate 
the value of memberships in trade 
associations (these are usually listed 
with Chambers of Commerce), of 
reading trade magazines (your pub- 
lic library can supply a list), and of 
keeping well informed about local 
and national business trends. For 
further information, write to Small 
Business Advisory Service, Bank of 
America, 300 Montgomery Street, 
San Francisco 20, California.” 

These pamphlets are published 
primarily for our own use but, we 
shall be glad to supply copies of 
them without charge to any reader 
ol Bankers Monthly who will address 
his request to us. 
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Depositors Prefer To 
Pay Service Charges 
Instead Of Exchange 


On September 1, 1947, The First 
State Bank of Lamoure, N. Dak., 
published the announcement repro- 
duced here. As a matter of fact, five 
other banks in the vicinity pub- 
lished similar statements. This was 
the first announcement that these 
banks would make reasonable serv- 
ice charges instead of exchange 
charges. 

A letter from the president of the 
First State Bank of Lamoure shows 


August, 1948 


To Our Depositors Having 
Checking Accounts 


The modern method of making business transactions and 
paying bills by check requires that checks circulate freely and without 
discount for float or exchange. Over 85%. of all banks in the United 
States, and most of the banks in North Dakota are now paying checks 


at par. 


While the cost of handling and paying these checks has here 
tofore been met largely from the collection of exchange and float, it 
now appears to be the fairer method, for all concerned, that these 
costs should be met by the depositor who receives the benefits and 
services of a checking account. These costs and services consist of 
F DIC insurance premiums, cost of book keeping machines, clerical 
help, stationery and other costs. To partially offset these costs the 
following new schedule of service charges becomes effective at this 
bank on January 2, 1948. 


A charge of 5c per check will be made for all checks paid, 
except for accounts showing a minimum balance of $5,000.00 or over 
during the month. No charge will be made against accounts showing 
no checking activity. Commencing January 2, 1948, all checks will 
be paid at par and all float and other service charges heretofore in 


effect will be discontinued. 


It is our ambition to continue to furnish our depositors with 
the best possible banking service. Call on us whenever we can be 


helpful. 


First State Bank 


LaMoure, North Dakota 
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This announcement enabled this bank (and five others) to change from non-par to 
par payment of checks without disturbing depositors and with increased profit to 


the banks. 


that depositors prefer service 
charges and it indicates at least one 
benefit which the bank may expect 
when it makes reasonable service 
charges instead of charging ex- 
change on all checks received from 
out-of-town payees. 

Paul Adams, president of the 
First State Bank of Lamoure, wrote 
to Bankers Monthly as follows: 

“The response of the depositors 
to the change in charges has been 
very favorable although, of course, 
it will take a much longer time to 
accurately appraise its permanent 
worth and value. So far, we are 
pleased with the change. 

“Here is one instance that illus- 
trates the feelings, I think, of many 
depositors: A farmer living 12 
miles from our bank came into our 
office on January 3, with checks for 
grain and live stock sold totaling 
over $5,400. He asked what we 


would charge on the checks if he 
opened an account. He has been 
doing his business at a small bank 
7 miles from his home. When we 
explained our system, he stated 
that it suited him, He said that he 
did not mind paying 5 cents per 
check, but that he did object to be- 
ing charged $3.80 exchange on a 
live stock check. He opened a new 
account with an initial deposit of 
over $5,400. 

“The schedule is simple and can 
easily be understood by any de- 
positor. It saves time and friction 
at the teller’s window. The mini- 
mum charge is 25 cents for check- 
ing activity. It is cheaper for the 
small depositor and also for the 
large depositor with a balance of 
over $5,000. Checking activity 
would seem to be the best measure 
for fixing service charges rather 
than size of the balance.” 
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Lvs tedious, time-consuming, costly ... when 
clerks have to handle transit items the old- 
fashioned way. For then they have to describe 
every check on cash letter forms. Because 
of all this description, even expert clerks 
cannot handle checks rapidly . . . and can’t 
help making occasional transcription errors. 

And when a transit letter goes astray, delays, 
losses to the bank, and inconvenience to de- 
positors are unavoidable. 


But when transit items are handled the 
Recordak way . . . all these disadvantages are 
done away with. 

Expensive, time-consuming description is 
eliminated by the Recordak Transit System. 
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(Above names are fictitious) 


With it, clerks make only a listing. Fast, accurate 
photography makes the rest of the record. No 
chance, here, for transcription errors; and clerks 
can handle checks many times faster. 

No tie-ups, no inconvenience to depositors 
either, should transit letters be lost or destroyed. 
With the Recordak Transit System you can get 
facsimiles of every item in short order . . . and 
get them free. 

To learn all the advantages of the Recordak 
Transit System . as thousands of leading 
banks have done... write for “IN BANK AFTER 
BANK AFTER BANK,” 

RECORDAK CORPORATION 
(Subsidiary of Eastman Kodak Company) 
350 Madison Avenue, New York 17, N. Y. 


“Recordak” is a trade-mark 
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SRECORDERK 


(Subsidiary of Eastman Kodak Company) 


originator of modern microfilming— 
and its application to banking systems 





Banking Holidays By States 


JULY-DECEMBER, 1948 


The light numbers are Sundays. The black numbers are other holidays. The symbol * follow- 
ing a date indicates that the holiday is observed only by some of the banks in that state. The 
letter (s) following state name indicates that permissive Saturday Closing Law is in effect. 






































































































































































































































STATE JULY AUGUST | SEPTEMBER OCTOBER NOVEMBER DECEMBER 
ALABAMA —h 4, 5, 11, 18, 25 1, 8, 15, 22, 29 5, 6, 12, 19, 26 3,10, 12,17, 24, 31 | 2.7,99,14,21,25,28 | 5,12,19,25,26 
ARIZONA 4, 5, 11, 18, 25 1, 8, 15, 22, 29 5, 6 12, 19, 26 3, 10, 12,17, 24,31 | 2,7, 19,14, 21,25, 28 | 5, 12, 19, 25, 26 
ARKANSAS 4,5,11,18,25 | 1,8,15,22,29 5, 6°, 12, 19, 26 3,10, 17,24, 31 | 2.7,11,14, 21,2528 | 5,12, 19, 25,26 
CALIFORNIA (s) | 4,6) 11, 18, 25 1, 8, 15, 22, 2, 29, 31 5, 6.9.1 12,19,26 | 3,10, 12,17,24, 31 | 2.7,41,14, 21,2528 | 5, 12, 19, 25,26 
COLORADO” 4 6, 11, 18, 25 1, 2, 8,15, 22, 29 5, 6 12, 19, 26 3, 10, 12,17, 24, 31 | 2,7, 11,14, 21, 25, 28° 5, 12,19, 25, 26 
CONNECTICUT ( ® | 4 § 11,1825 | 1,815,222 | 5, 6,12, 19,26 | 3,10,92,17,24,31 | 2,7,99,14,21,25,28 | 5, 12,19, 25, 26 
DELAWARE (s) | 4,5, 11, 18,25 1, 8, 15, 22, 29 5,6,12,19,26 | 3,10,12,17,24, 31 | 2,7,11,14,21,25,28 | 5, 12, 19, 25, 26 
DISTRICT OF COLUMBIA (s) | 4,,11,18,25 | 1,8,15,22,29 | 5,6,12,19,26 | 3,10, 12,17,2431 | 2,7,11,14,21,25,28 | 5, 12,19, 25,26 
FLORIDA (s) | 45,11,18,25 | 1,8,15,22,29 | 5,6,12,19,26 | 3,10,12,17,24, 31 | 2.7,11,14,21,25,28 | 5,12,19,25.26 
GEORGIA ) gg 0,18,25 =| «1,8, 15,22,29 | 5,6 12,19,26 | 3, 10, 12, 17,24, 31 27, 11,14, 21,25,28 | 5,12,19, 25. 26 
IDAHO)— 4,5, 11, 18, 5 4,8, 15, 22, 29 5, 6 12, 19, 26 3,10,17,24,31 | 2,7,19,14,21,2528 | 5, 12,19, 25, 26 
ILLINOIS. ——i(tsté‘“‘—;~*é*™SC*éii«SS LZ] SS=«, 8, 15, 22, 29 5.6,12,19,26 | 3,10,12,17,24, 31 | 2,7,11,14,21,25,28 | 5,12,19,26,26 
INDIANA | 4,§,11,18,25 | 1,8,15, 22,29 5,6,12,19,26 | 3,10,12,17,24,31 | 2,7,19,14,21,25,28 | 5, 12,19, 95, 26 
IOWA —_e —4,5,11, 18, | 1,815, 22,29 | 5, 6, 12, 19, 26 3, 10, 17, 24, 31 2.7,M 14, 21, 25, 28 5, 12, 19, 26, 26 
KANSAS 4, 5, 11, 18, 25 1, 8, 15, 22, 29 5,6,12,19,26 | 3,10,12%17,24, 31 | 2,7, 11,14,21,25,28 | 5, 12,19, 25, 26 
KENTUCKY | 4,8,11, 18, 5 | 1, 8, 15, 22, 29 5, 6, 12, 19, 26 3, 10, 12, 17, 24, 31 2 Sait 14,21, 25,28 | 5, 12, 19, 26, 26 
LOUISIANA” ~ 4,511, 18,25 1,81 15, 22, 29, wo | 5, 6, 12, 19, 26 3, 10, 12, 17,24, 31 |1, 2,7, 1 14, 21, 25,28 | 5, 12,19, 25,26 it 
MAINE) 4,511,825 | 1,815,229 | 5.61219 19,26 |  3,10,17,2431 | 2,7,19,14,21,25,28 | 5, 12,19, 25, 26 
MARYLAND (s) _ ~ 4,5,11,18,25 | 1,8,15,22,29 | S$ 6, 12, 13, 19, 26 | 3,10,92,17,24,31 |2,7, 11, 14,21, 23, 25, 28 5,12, 19, 25, 26 
MASSACHUSETTS (5) | —4,5,11,18,25 | 1,8, 15,2229 | 5,6,12,19,26 | 3,10,12,17,24, 31 | 27,1114, 21,2528 | 5, 12,19,25,26 
MICHIGAN _ | 4 11, 18, 25 1,8,15, 22,29. | 5, 6,12,19, 26 | 3,10,17,24, 31 | 2,7,11,14,21, 25,28 | 5, 12,19, 25,26 
MINNESOTA =——ss——séd~Ss«, 118,25 | 1,8,15,22,29 | 5, 612, 19, 26 3,10, 12,17, 24, 31 | 2,711.14, 21,2528 | 5, 12,19, 25,26 
MISSISSIPPI bay. a | 4.6,11,1825 | 1,8,15,22,29 | 5,612.19, 2 | 3,10, 17, 7, 24, 31 2.7, 11,14, 21,2528 | 5,12,19,25,26 
MISSOURI (s) _ | 4,8,11,18,25 | 1,815,229 zx 6, 12, 19,26 |  3,10,17,2431 | 27,19.14,21,25.28 | 5,12,19,25,26 
MONTANA 4,5, 1, 18,25 | 1,8,15,22,29 | 5,6,12,19,26 3,10, 12,17, 24,31 | 2,7, 11, 14,21 25,28 | 5, 12,19, 25, 26 
NEBRASKA 7 4,5,11,18,25 | 1,8,15,22,29 |  5,6,12,19,26 3, 10,12,17,24, 31 | 2,7, 11, 14,21,25,28 | 5,12,19,25,26 
NEVADA ~ 4,5,11,18,25 |  1,8,15,2229 | 5,67,12,19, 26 | 3, 10, 12, 17, 24, 231 lh 2,7, 11,14, 21, 25,28 | 5, 12,19, 25, 26 
NEW HAMPSHIRE (s) 4,5,11,18,25 | 1,8,15,22,29 |  5,6,12,19,26 3, 10, 12,17, 24,31 | 2,7, 11,14, 21, 25,28 | 5, 12,19, 25,26 
NEW JERSEY (s) ; 4,5,11,18,25 | 1,8,15,22,29 | 5,612,19,26 | 3,10,92,17,2431 | 2,7,11,14.21,25,28 | 5, 12,19, 25,26 7 
NEW MEXICO 4, 5, 11, 18, 25 _1,8,15,22,29 | 5,6,12,19, 26 «| 3,10, 12, 17,24, 31 270 11, 14, 21,25, 28 | 5, 12, 19, 25, 26 
NEW YORK (s) 4,5,11,18,25 | 1,8,15,2229 | 5,612 19, 26 «| (3,10,12,17,24,31 | 27, 11, 14, 21, 25,28 5, 12, 19, 25,26 
NORTH CAROL INA 4, §, 11, 18, 25 "  1,8,15,22,29 | 5, 6", 12,1926 | 3, 10, 17, 24, 31 27. 1", 14, 21, 25, 28 | 5, 12,19, 25, 26 
NORTH DAKOTA 4,6,11,18,25 | 1,8,15,22,29 | 5,6,12,19,26 | 3,10,12,17,24, 31 | 2.7,11,14,21,25,28 | 5,12, 19, 25,26 
OHIO (s)_ ~4,8,11,18,25 | 1,815,229 | 5,6,12,19,26 | 3,10, 12*,17,24, 31 | 27,11, 14,21, 25,28 5,12, 19, 25,26 
OKLAHOMA ~4,6,11,18,25 | 1,8,15,22,29 | 5,612, 16, 19, 26 | 3,10, 17, 724,31 | 24,7, 114,21, 2 25,28 5, 12,19,25,26 
OREGON - 4,5, 11,18, 25 al 8, 15, 22, 229 | 5.6 6,12,19,26 | 3,10, 12,17,24, aE 2,7, 11, 14,21, 25,28 | 5, 12,19, 25, 26 7 
PENNSYLVANIA (s) 4,5.11,1825 | 1,815,229 |  5,6,12,19,26 3, 10,12, 17,24, 31 | 27,1144, 21, 25,28 | 5,12, 19, 25,26 
RHODE ISLAND (s) 4,5,11,18,25 |  1,8,15,22, 29 ai 8 6, 12, 19, 26 | 3, 10, 12,17, 24, 31 | 2,7, 11, 14, 21, 2. 28 | 5,12, 19, 25,26 
SOUTH CAROLINA 4.5,11,18,25 | 1,815,229 | _§ 6, 12,19, 26 =| 3,10,17,24,31 | 2,7,19,14,21,25.28 | 5,12, 19, 25, 26 
SOUTH DAKOTA 4,5,11,18,25 | — 1,8,15,22,29 ~§,6,12,19,26 | 310,17,2431 | 2 7,11, 14,21, 26,28 | 5, 12, 19, 25, 26 
TENNESSEE 4,5.11,13,18,25 | 1,815,229 | 5,612.19, 2 | ~ 3,10,17,24 31 | 27, 9%,14,21,25,28 | 5,12,19,25,26 
TEXAS 4, 5, 11, 18, 25 1,8,15,22,29 | 5,6,12,19,26 | 3,10, 92,17, 24, 31 | 2.7, 11,14, 21,2 28.28 | 5, 12,19, 25,26 
UTAH 4,5,11, 18,2425 | 1,815,229 | 5,6,12,19,26 | 3,10,92,17,24, 31 | 2,7,11,14, 21,2528 | 5,12,19,25,26 
VERMONT _ 4,5,11,1825 | 1,8,15,9622,29 | 5,612,926 | 3,10, 92,17,24, 31 | 27,1114 21.2528 | 5,12,19,25,26 
VIRGINIA 4,5, 11, 18,25 1,8,15,22,29. | 8612 19,26 | 3,10,12,17,24, 31 | 2.7,11.14, 21,2528 | 5,12, 19, 25,26 
WASHINGTON (s) 4,5,11,18,25 | 1,8,15,22,29 | — 5,6,12,19,.26 | 3,10, 12.17.2431 | 2.7.11, 14, 21,2528 | 5,12,19,25.26 
WEST VIRGINIA 4.5/11,18,25 | 1,815,229 | 5,6,12,19,26 | 3,10,92,17,24, 31 | 27.11.14, 21,2528 | 5,12,19, 25,26 
WISCONSIN (3) 4, 11, 18, 25 1,8, 15, 22, 29 5, 6, 12, 19, 26 | 3, 10, 12, 17, 24,31 | 2,7, 11, 14,21, . B, 28 5, 12, 19, 26, 25, 26 
WYOMING 4,5.11,18,25 |  1,8,15,22,29 | 5,6,12,19,26 | 3,10,92%,17,24,31 | 2,7,99,14,21,25,28 | 5,12,19,2526 | 
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THE NATIONAL CITY BANK 


OF NEW YORK 


Head Office * 55 WALL STREET + New York 


Condensed Statement of Condition as of June 30, 1948 


Including Domestic and Foreign Branches But Not Including The Affiliated City Bank Farmers Trust Company 


(dn Dollars Only— Cents Omitted ) 


ASSETS 


Cash, Gold and Due from Banks ............ 


United States Government eecneceaiienia (Direct 
or Fully Guaranteed). , 


Obligations of Other F ederal Agencies 

State and Municipal Securities 

re sais bis Wa 28 WS ee eae cues 
Loans and Discounts ... 

Real Estate Loans and Securities. . . 
Customers’ Liability for Acceptances. ... 
Stock in Federal Reserve Bank........... 
Ownership of International Banking Corpora- 


tion. shaver aiety © wre ac waa hares rte wate esa ed 7,000,000 
Bank Premiens. 28,128,039 


Items in Transit with Sienhen. 6,115,385 
Cibeie Maan... 5s os oc ccc ncnes 1,561,915 


$1,461,486,097 


1,788,510,291 
20,026,721 
245,222,036 
82,591,319 
1,308,134,577 
2,682,977 
37,020,477 
7,200,000 


PeeeeTEr err ee er $4,995,679,834 


LIABILITIES 


Deposits. . er 
(Includes U. S. “War Loan Deposit $37, 481 988) 
Liability on Acceptances and Bills. . $50,217,295 
Less: Own Acceptances in Port- 
OT ee ers 


$4,645,527,278 


39,792,976 


Reserves for: 
Unearned Discount and Other Unearned 
Income. ae, a 5,370,967 
Interest, Taxes, Other Accrued Expenses, etc. 25,971,263 
NE, 6.66 edhe ealad ee Sewn. Re 4,650,000 
| eee ef 
Surplus. ...... vebes op ecwes: RGGI 


Undivided Profits. 34,367,350 274,367,350 


PO iiiinsnciientmanannmns: Bee 


Figures of Foreign Branches are as of June 25, 1948. 


$302,660,341 of United States Government Obligations and $2,272,208 of 
other assets are deposited to secure $228,380,560 of Public and Trust Deposits 
and for other purposes required or permitted by law. 


(Member Federal Deposit Insurance Corporation) 
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Staff Magazines Educate 


NUMBER of bank employee 

magazines use space from 
time to time to inform all em- 
ployees of the work of one depart- 
ment or another. For example, the 
Fort Worth National Bank of Fort 
Worth, Texas, in its employee 
magazine, called “The Fort Worth 


National Banker,” recently de- 
scribed the work of its credit 
department. 


The article was brief and to the 
point and read as follows: 


Our CREDIT DEPARTMENT— 
STOREHOUSE OF INFORMATION 


“Alertness and efficiency char- 
acterize our Credit Department 
with its personnel of ten under 
the capable direction of B. P. Mc- 
Donald, assistant cashier. Today, 
it is a far cry from the original 
department at the time of its 
inception in 1920 with its person- 
nel of two. The Credit Department 
is located in newly redecorated 
quarters on the fourth floor and is 
virtually a storehouse of informa- 
tion available to all departments 
of the bank. 


Department's Function Explained 


“The department’s primary re- 
sponsibility is to obtain, compile, 
and keep available such informa- 
tion concerning customers and 
prospective customers as is perti- 
nent to the successful operation of 
our institution. This entails secur- 
ing financial statements. direct 
from customers, agency reports 
through credit bureaus and ex- 
changes, and information secured 
from other banks and _ business 
firms. 


“Thousands of inquiries are re- 
ceived annually through the mail 
and the telephone requesting gen- 
eral and specific information con- 
cerning our customers. In many 
cases, our customers give the bank 
as a credit reference wherever they 
may be. 

“In the central information file, 
is a card for each individual or 
company’s account. Data on these 
cards is kept up-to-date as much 
as possible with the assistance of 
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And Inspire Employees 


other departments. Each card 
shows the type of business trans- 
acted, the date of transaction, and 
the department handling it. Cards 
are kept in two groups—active and 
closed, 

“Confidential credit files occupy 
one hundred and twenty-five filing 
cabinet drawers. These files contain 
information, however small or 
voluminous, on practically every 
person that has in the past or is 
now doing business with the bank. 
Inactive, out of date, files have been 
transferred to the warehouse, but 
can always be consulted if the need 
arises. 





“When information is requested 
on a customer, the C.I.F. is con- 
sulted. A card is pulled to see what 
kind of business has been done by 
the bank. Then, if the credit files 
do not contain sufficient up-to-date 
data, the different departments 
specified on the card are consulted 
and current information is obtained 
and given to the party placing the 
inquiry. 

“Our bank is proud of the Credit 
Department and the important 
work it is doing so well.” 


Quiz Questions On The 
Individual Bank 


In the employee magazine “Af- 
ter 3 O’Clock,” published by the 
Manufacturers and Traders Trust 
Company of Buffalo, N. Y., a Ques- 
tion and Answer department is 
used for the purpose of educating 
the employees to various important 
facts about the bank. As an illus- 
tration of how this was done ef- 
fectively, we quote here the first 
ten questions in the quiz: 


QUESTIONS AND ANSWERS 
TEST YOUR 
GENERAL KNOWLEDGE 


Each question is rated at five 
points. If you achieve a mark of 
90—mark yourself excellent! 

1. Who is the President of the 
“M & T” Trust Club? 

2. How many branch offices do 
we have? 

3. Who is the Manager of our 
University Plaza Office? 

4. Where is our Installment Loan 
Department located? 

5. In what year was our bank 
founded? 

6. What position do we hold 
among the nation’s banks in size 
of deposits? 

7. What is the date of the “M & 
T” Players new production? 

8. What is the “Service of the 
Week,” beginning April 12th? 

9. Who may become a member 
of the AIB? 

10. How many branch offices do 
we have in Western New York 
outside of Buffalo? 
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1, Dishonesty of employes 


PROTECT 


your business 
against these 
Five Major 

Hazards with 


“Consult your Insurance Agent or Broker 
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4. Loss of securities 


3. Loss outside premises 


5. Loss by forgery and alteration 


This Man can tell you how 


E will tell you how Comprehen- 


sive Dishonesty, Disappear- 
ance and Destruction Insurance 
can give your business maximum 
protection against loss from com- 
monly -occurring employe dishon- 
esty, disappearance or destruction 
of money and securities . . . witha 
minimum of premium outlay. The 
“3D” policy does away with several 


policies and bonds . . . some per- 
haps overlapping or so widely 
separated as to leave dangerous 
loopholes. 

Ask this man—your local USF&G 
Agent—about this convenient pack- 
age of insurance protection. He 
knows your insurance problems. 
Consult him today. There is no 
obligation. 


as you would your Doctor or Lawyer” 


United States Fidelity & Guaranty Co., Baltimore 3, Md. 


Fidelity & Guaranty Insurance Corp., Baltimore 3, Md. 


Fidelity Insurance Co. of Canada, Toronto 


National Guard Defends America... Join Now” 








ANSWERS 
1. Otto Kuehne 2. 26 3. John B. 
Shults 4. Second floor 5. 1856 
6. 74th 7. April 19, 1948 8. F.H.A. 
Loans 9. Any Buffalo bank em- 
ployee 10. 8. 


Employees Prepared To 
Handle Bandits 


A somewhat different article 
which might be classified as com- 
mendation for the good work of a 
bank employee appears in a recent 
issue of “Bank of Montreal Staff 
Magazine.” It tells about a hold-up 
in the bank, and how the em- 
ployees frustrated the bandit and 
captured him. It may be of great 
value to many banks in the United 
States as indicating what em- 
ployees can do in an emergency of 
this sort. The account is brief and 
reads as follows: 


CALGARY ROUND-UP 


“What would you do if you were 
confronted by an armed man who 
handed you a note which read, 
“Don’t resist. This gun is loaded. 
$1,000 mostly in 


I want small 
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discover jast whet happened at 
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N..:..: snow nor rain nor heat nor 
gloom of night stays these couriers from the 
swift completion of fheir appointed rounds” 


—or prevents yourfegid Title Special 
Check from reaching its destination 


bills’? No one can be sure what 
his or her reaction might be in 
such circumstances, but when it 
happened to Adeline Work she did 
a most natural thing—she screamed 
and the scream worked! 

“Not long ago, a man walked 
into Calgary office just before clos- 
ing time and handed Miss Work a 
note as described. As she read it 
and realized its import she became 
aware that the man facing her was 
moving his right hand slowly to- 
wards an inside coat pocket. It was 
then that*she screamed—and fled 
from her cage. 

“The scream, a loud one appar- 
ently, momentarily startled other 
members of the staff who quickly 
grasped the situation, however, 
and took appropriate measures to 
deal with it. Dora Ridout, the ac- 
countant’s stenographer, without 
hesitation pressed an alarm under 
the counter, John Kelly of the Dis- 
count Department a split second 
later did the same thing, and F. A. 
Munro, assistant accountant, tele- 
phoned the police. 

“After Miss Work ran from her 





2: if ORO RG URRORRRERR A EG RIE SS RA Ae RE 















ie sk PRIDE 
A 


It shows 





cage, the frustrated hold-up man 
walked casually to the 8th Avenue 
exit, only to find the doors locked, 
and then, apparently thinking he 
had discovered another means of 
escape, started down a flight of 
stairs which lead to the safe depos- 
it vault. 

“Messenger Walter T. Oddy, who 
had heard the scream while lock- 
ing up, saw him go and immed- 
iately followed, drawing his revol- 
ver as he went. Covering his man, 
he asked him what he wanted. The 
man replied that he was looking for 
a way out. Shoving the revolver 
into his ribs, Mr. Oddy without 
ceremony, led his captive upstairs 
and, on searching him, found a toy 
automatic that looked almost real. 

“The would-be hold-up man, now 
thoroughly deflated, was then 
forced to sit in a chair and, guarded 
by the grim Mr. Oddy, remained 
there until the police arrived to 
take him away. 

“Mr. Oddy has been a messenger 
for 38 years and, although he has 
always carried a gun, this is the 
only time he has had occasion to 


The word “advertise” comes from the latin root 
“advertere,” which means “to turn to.” Advertis 
ing is the art of getting the public TO TURN TO 
an advertisement — and SUCCESSFUL advertising 
is the even more difficult art of getting the reader 
TO TURN TO a specific product or service. 


For the sake of illustration, let us analyze the 
advertisement shown on the opposite pege. to dis- 
cover whether it carries out the four basic objectives 
of @ good ead: 

|. To attract attention 
2. To sustain interest 

3. To arouse curiosity 
4. To impel to action 


showing a postman at a mail 


box — is attention-getting because of its very familiarity 
1 situation that is well-known to every reader 
i¢ , It enables him to project himself into the picture. It gives 
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4 him a feeling of “association” with the advertiser —a 
promptly : ‘ 
y i 4 sense of “belonging” —even before he has read the 
| 3 
high le ps B ; Shall we open a Special Checking Account copy or knows what service is advertised 
igh echoal groae mm | ; : ‘ 
tees. the same no” to charm | for you, so that youltfigy payhall your bills by 
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A widow now enjoys the security and regularity of income 
provided by the foresight of her husband. — A preserved 
inheritance has enabled a young man, orphaned early in child- 
hood, to purchase a business. — A trust under her father’s 
Will has made it possible for a daughter to complete her 
higher education. The money management which protects the 
security of these people, and thousands like them, is adminis- 
tered by your bank! 


This is the business of Manufacturers Trust Company’s 
Personal Trust Department — competently, efficiently, and 
economically to administer Estates and manage Trust property 
placed in its keeping. The bank welcomes the opportunity to 
assume and discharge these responsible duties either alone or 
with others. And the fees for this service are fixed by law and 
are no more than those paid to individual executors or trustees. 


In the statement below, the assets of these estates and trusts 
do not appear because they are not the property of the bank. 
They are, as required by law, separately and responsibly held 
by the bank as the sole property of the estate or trust to which 
they relate. 


This is one of Manufacturers Trust Company’s most person- 
alized services—for no two estates, no two trusts, are ever alike, 
and each requires different understanding, yet always expert 
management. It is another human chapter in the story of 
money at work . .. a service of our bank that promotes financial 
safety and security for our families, our neighbors, and our 
community as a whole. 


PRESIDENT 


The “personal” story behind the pictures... 
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CONDENSED STATEMENT OF CONDITION 
As at close of business June 30, 1948 
RESOURCES 
Cash and Due from Banks . . .. . « « $ 602,840,245.16 


U. S. Government Securities. . - «  1,023,252,343.68 
U.S. Government Insured F. H. A. Mortgages . 2.938.264.45 
State and Municipal Bonds. . . . « « « 21,078,705.28 
Stock of Federal Reserve Bank. . . 2 « « 3,037,500.00 
Other Securities . . + eee 18,769,921.37 


Loans, Bills Purchased ‘and Bankers’ 
a ea ae ee oe 555.347,284.04 


Mortgages . ae ee ae a ee 15,160.439.39 
Banking Houses a ee ae ee a, er ae 10,206.041.24 
Other Real Estate Equities. . . 2. 2 6 232,980.73 
Customers’ Liability tor Acceptances. . . « 5.891 554.86 
Accrued Interest and Other Resources .. . 6.932.883.73 

$2,265,689,163.93 


LIABILITIES 
Capital . « © © © « « « $41,250,000.00 


Surplus -_ ae ee a 60.000,000.00 

Undivided Profits Sar ee ae 25,425,176.07 126,675,176.07 
Reserve for Contingencies . <4 6,874,630.95 
Reserves for Taxes, U nearned Discount, 

Interest, etc. ¢ « & @>6 §,555,.158.19 
Dividend Payable ‘July 4 1948. . oe rene 1 237,500.00 
Outstanding Acceptances . . “ 6,669,342.90 
Liability as Endorser on Acceptances and 

Fees Tee kt et te te eh 2,319,435.62 
Deposits . . 0 0 « © © © © © © © © ©  2116,357,920.20 


$2,.265,689,163.93 


United States Government and other securities carried at $62,616,384.25 are pledged to 
secure public funds and trust deposits and for other purposes as required or permitted by law. 
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use it. After his brief encounter he 
modestly gave all the credit to 
Miss Work, telling interv.ewers 
that her scream saved the situa- 
tion. It was undoubtedly a very 
trying and unnerving experience 
for Miss Work, Mr. Oddy, and all 
concerned, and they are to be con- 
gratulated on their quick thinking 
and esprit de corps. 

“We hope that Miss Work will 
continue to be regardéd as the ef- 
ficient teller that she is, rather than 
as a permanent and effective part 
of Calgary branch alarm system.” 


Current Advertising Explained 
To Employees 


The Land Title Trust Company 
of Philadelphia in its “Landmark,” 
uses two pages to sell its current 
advertising to bank employees, The 
reproduction on page 34 of two 
pages used in this way in a recent 
issue will give an idea of the one- 
two-three method of simplifying 
the explanation. 

The explanation itself is worth 
quoting as an example of how em- 
ployees may be made to understand 
and become interested in their 
bank’s advertising. The explanation 
reads as follows: 

ANALYZING A LAND TITLE AD 

“The word ‘advertise’ comes 
from the Latin root, ‘advertere,’ 
which means ‘to turn to.’ Adver- 
tising is the art of getting the pub- 
lic TO TURN TO an advertisement 
—and SUCCESSFUL advertising is 
the even more difficult art of get- 
ting the reader TO TURN TO a 
specific product or service. 

“For the sake of illustration, let 
us analyze the advertisement 
shown on page 34, to discover 
whether it carries out the four basic 
objectives of a good ad: 

1. To attract attention 

2. To sustain interest 

3. To arouse curiosity 

4. To impel to action 

“THE ILLUSTRATION — show- 
ing a postman at a mailbox—is 
attention getting because of its 
very familiarity. It shows a situa- 
tion that is well-known to every 
reader. It enables him to project 
himself into the picture. It gives 
him a feeling of ‘association’ with 
the advertiser—a sense of ‘belong- 
ing’—even before he has read the 
copy or knows what service is ad- 
vertised. 

“THE COPY—Here, the reader’s 
interest is sustained because he 
recognizes a well-known legend— 
a legend which he has seen many 
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times in print and carved in the 
stone above U. S. Post Office Build- 
ings. If he responds normally, he 
will read on to refresh his recol- 
lection of the legend. 

“HAVING GOTTEN THIS FAR, 
the reader’s curiosity is aroused. 
What has this illustration and copy 
to do with him? Briefly, the re- 
mainder of the text explains how 
the reader can benefit by use of the 
U. S. Mails and Land Title Special 
Checks in paying bills by mail. 

“THE COUPON—The words 
‘Just use the coupon to open your 
account’ suggest immediate action 
by the reader. The inclusion of a 
coupon makes it easy for the read- 
er to do what the ad is intended to 
persuade him to do—open a Land 
Title Special Checking Account.” 


How Employees Are Inspired 

As an illustration of inspiration- 
al material, we quote the follow- 
ing from “The Teller,” employee 
magazine of The Detroit Bank, 
Detroit, Michigan. The selection of 
the quoted paragraphs is made by 
the president of the bank, who this 
year is president of The American 
Bankers Association. The inspira- 
tional matter is quoted in full as 
follows: 

RIGHT ANGLES 

“The days come and go like muf- 
fled and veiled figures, sent from a 
distant and friendly party; but 
they say nothing, and if we do not 
use the gifts they bring, they carry 
them as silently away. 

* 

“Society is always taken by sur- 
prise at any new example of com- 
mon sense and of simple justice, as 
at a wonderful discovery. 

* 

‘“‘A man is measured by the angle 
at which he looks at objects. What 
is life but what a man is thinking 
of all day? This is his fate and his 
employer. Knowing is the measure 
of the man. By how much we know, 
so much we are. 

. 

“Every man is a consumer, and 
ought to be a producer. He fails to 
make his place good in the world 
unless he not only pays his debt 
but also adds something to the 
common wealth. 

~ 

“Your manners are always under 
examination, and by committees 
little suspected, a police in citizens 
clothes, who are awarding or deny- 
ing you very high prizes when you 
little suspect it. 

* 
“The order of things is as good 
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as the character of the population 
permits. 
* 

“A man cannot speak but he 
judges himself. With his will or 
against his will he draws his por- 
trait to the eyes of his companions 
by every word. Every opinion re- 
acts on him who utters it.” 

Ralph Waldo Emerson 


Personal Items Give Employees 
A Lift 

As is common with most em- 
ployee magazines, those referred 
to each has a goodly amount of 
information about individual em- 
ployees. An interesting way to in- 
troduce members of the staff is 
used in “The Fort Worth National 
Banker.” Two items in this depart- 
ment are quoted as follows: 

IT HAPPENED— 

“TWENTY-ONE YEARS AGO THIS 
MonTH: ‘Ed Tyler converted part 
of his resources into a snappy new 
1927 Model ‘T’ Ford Roadster. 
S. O. Hartman was elected Mana- 
ger and W. B. Duke Captain of The 
Fort Worth National baseball team.’ 

“EIGHTEEN YEARS AGO THIS 
MONTH: ‘Several days ago, some 
fellow called up the Personal Loan 
Department. He said he had six 
kids out at his house and wanted 
to know how much he could bor- 
row on them. F. E. (Unk) Irby 
stated that he thought that kind of 
collateral was TOO personal!” 


These Employees Had Strange 
Experiences 

The following items appeared in 
a recent issue of “After 3 O’Clock,” 
in a department labeled ‘Inquiring 
Reporter:”’ 

“The Question today is: WHAT 
AMUSING INCIDENT HAPPENED 
TO YOU DURING THE COURSE 
OF A DAY? 

—And here are the answers: 
“Kathleen Macri, Head Office: An 
incident that I thought amusing 
occurred the other day while I was 
going up to the Addressograph De- 
partment on the fourth floor where 
I work, Stopping to pick up a man 
on three, I proceeded to push the 
elevator button for my floor. As I 
stepped off, the obviously new 
man, noticing the large storage files 
on four, asked politely, ‘Do you 
work in the attic, Miss’? 

“Joe Rodler, Kensington Office: 
One day at our branch I noticed 
a depositor going from desk to desk 
trying each pen and then replacing 
it. Worrying at the customer’s ap- 
parent dissatisfaction, I approached 
to politely ask if the pens weren’t 
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SAFETY PAPER FOR CHECKS 


GEORGE LAMONTE & SON. NUTLEY NEW JERSEY 


~ 


A Chetk Paper All Your Own wert 
Thousands of banks and many of the larger corporations” 
use La Monte Safety Papers with their own trade-mark 
design made in the paper itself. Such INDIVIDUALIZED check 
paper provides maximum protection against both altera- 
tion and counterfeiting — makes identification. positive. 


: 
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One of the primary functions of a 
commercial bank is the transfer of 
funds—and checks are the tangible 
evidence of that service. Distributed 
by banks at the rate of billions a 
year, checks are continually passing 
through the hands of a bank’s 
customers...and of every worth- 
while banking “prospect” in the 
community. Obviously, it’s quite as 
important for a bank to have a rep- 
resentative check as for a manufac- 
turer to have a suitable package. 


¥ ? ; 
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you" is good advice for BANKERS too 





working properly. ‘Oh it’s not that 
—they work very well,’ he said, 
‘but I’m so used to writing with our 
pens at the Post Office that I can’t 
make my signature look natural.’ 
“Norman Brennan, Head Office: 
As most people know, humor and 
I do not share a close relationship. 
I rarely find amusing the antics of 
my fellow man. But one day, a 
kindly sweet-faced old lady came 
to my cage with a deposit. Noticing 
she had not added up her slip I 
said, ‘You didn’t foot it, did you 
madam?’ With a sincere smile she 
answered, ‘No I came down by 
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bus’. 


Sport Pictures Are Popular 


A recent issue of “The Teller,” 
published by The Detroit Bank de- 
voted two pages to pictures made 
at the annual A.I.B. banquet. It 
also showed a number of pictures 
of the bowling teams, and of the 
various tables at a recent bridge 
tournament. There is, undoubtedly, 
specific benefit to employees which 
results from seeing their pictures 
in the employee magazine. It has 
a tendency to raise their spirits 
and increase their interest in the 
institution of which they are a part. 


Is all cash placed in a position 
where it cannot be stolen through 
the window or wicket with the aid 
of an instrument? 





To promote 
Trade 


BANKERS are invited to use these 
Bank of New South Wales services 
for themselves and their clients:— 





@ Introductions to importers and _ ex- 
porters in AUSTRALIA and NEW 
ZEALAND. 

Credit information about residents of 
those countries. 

Facilities for making payments to, or 
receiving payments from those coun- 
tries. 

@ Arrangements for business visits to 
either or both countries. 


Consult— 


BANK OF 
NEW SOUTH WALES 


British & Foreign Department 
Sydney, Australia. 
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Answers To Bankers Monthly Quiz No. 62 


b. It is common for banks to 
set up reserves for the purpose 
of paying taxes. If a reserve is not 
set up for this purpose, it would be 
more likely that the taxes would 
be paid out of undivided profits. 


c. It is true that the Negotiable 


Instruments Law says the 
payee’s signature anywhere on the 
instrument is a sufficient indorse- 
ment; however, it is more conven- 
ient for the bank if the customer 
will always place his indorsement 
as payee at the left end and on the 
back of the check. When bank 
clerks look for indorsements, that 
is where they expect to find them 
and it saves time in handling if it 
is always in that place. Therefore, 
the information clerk should always 
give that information to a cus- 
tomer. 


a. There would be 27 remain- 

ing days in May; 30 days in 
June; 31 in July and 2 in August. 
That would total 90 days. 


c. A member bank is not 

allowed to withdraw any part 
of its legal reserves, but transit 
items and other credits are added 
to the legal reserve account and 
withdrawals may be made from 
that account if they do not reduce 
the required reserve. 


b. In the general ledger, the 

item listed is “Savings De- 
posits.” The amount listed is the 
total of all of the savings deposits 
in the bank. 


a. While a comptroller or audi- 

tor might have the title C.P.A., 
that is not a common bank title. 
He would have it in addition to 
his bank title which would either 
be auditor or comptroller. Of 
course, it is possible for any bank 
officer to have a C.P.A. title which 
stands for Certified Public Account- 
ant. The common bank term in the 
list of three is “cashier.” 


7k Certainly, a bank: president 

would have no need for a post- 
ing machine or an IBM Proof 
machine in his office, but many 
bank presidents use a dictaphone 
to dictate their letters instead of 
dictating direct to a stenographer. 


c. A person who stores goods in 
a public warehouse is a bailor. 
A person who leaves something in 
a bank for safekeeping is a bailor. 


4 


fe) 2. Many banks have equipment 

or files made by Remington 
Rand. The other two names given 
are not commonly heard in most 
banks. There might be customers 
in any bank with those names, of 
course, but they would not likely 
be in most banks. 


a. Customers often keep stock 

certificates in their safe deposit 
boxes and they sometimes leave 
them in the booth when they take 
the box back to the vault. Cer- 
tainly, a cultivator would not be 
found in a booth and it is not 
likely that a T square would be 
found there, although, almost any- 
thing small enough to be carried 
into a booth might be left there. 
The stock certificate is the most 
likely one listed. 


a. A typewriter bookkeeping 

machine can be used for enter- 
ing the name of the borrower on 
the loan and discount ledger as 
well as other information which 
cannot be entered with an ordinary 
posting machine. On the other 
hand, a typewriter bookkeeping 
machine is not needed in either a 
clearings department or proof de- 
partment. 


a. It is common for an appli- 

cant for a personal loan to be 
required to furnish references, in- 
formation about his employment, 
and his residence. Many banks 
making a business of lending 
money in small amounts to indi- 
viduals check up on these refer- 
ences through the local credit 
bureau if there is a local credit 
bureau. 


b. Bonds of industrial corpora- 

tions commonly bear a higher 
rate of interest than either Munici- 
pal Bonds or Governments. 


ie] @- All Mutual Savings Banks 
operate under state laws. There 
are no national laws providing for 


the organization of Mutual Savings 
Banks. 


True. Almost every bank officer 

refers to the bank’s bonds as 
the “bank’s portfolio.” The word 
portfolio is not commonly used in 
banks for any other purpose than 
this. 


Renter 5 
Ticket 4 
Coupon 2 
Old balance 1 
Withdrawal 3 
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NATIONAL BANK 
OF DETROIT 


DETROIT, MICHIGAN 


Complete Banking and Trust Service 


STATEMENT OF CONDITION, JUNE 30, 


RESOURCES 


Cash on Hand and Due from Other Banks . F : a $ 312,431,504.49 
United States Government Securities. P j : F A 599,435,416.97 
Stock of the Federal Reserve Bank : : - e 3 P 1,500,000.00 
Other Securities ; i : ‘ - : ‘ : “ ‘ 76,253,988.53 
Loans: 
Loans and Discounts . - ~ P , ‘ ‘ ; $ 177,879,665.90 
Real Estate Mortgages ’ , ‘ ; : 4 51,504,116.25 
$ 229,383,782.15 
Less Reserve for Losses , ; P ; 1,349,630.07  — 228,034,152.08 
Branch Buildings and Leasehold Improvements . : . , 1,621,126.66 
Accrued Income Receivable. ; ; 3,175,491.55 


Customers’ Liability on Acceptances and Letters of Credit , 2,003,267.59 


$1,224,454,947.87 


LIABILITIES 
Deposits: 

Commercial, Bank and Savings . 4 F . ‘ ‘ $1,083, 148,625.79 

United States Government ‘ 4 s i ; 45,858, 104.65 

Other Public Deposits ; “ ‘ ‘ 4 ‘ 29,829,466.97 $1,158,836,197.41 
Accrued Expenses and Taxes Payable. ; ‘ : ‘ ‘ : 1,209,291.20 
Income Collected—U nearned ; : : > : ; - 1,439,834.75 
Common Stock Dividend No. 29, 

Payable August 2, 1948 : ‘ ; > : - r 525,000.00 
Acceptances and Letters of Credit ‘ : . . . ‘ 2,003,267 .59 
Reserves . ‘ : : , : . ; ‘ ‘ ‘ 4,154,358.97 
Capital Funds: 

Common Stock . ‘ > - 7 F - . $  15,000,000.00 

Surplus : ; : ‘ 4 ‘ ‘ 7 F . 35,000,000.00 

Undivided Profits et a a aoe” 6,286,997 .95 56,286,997.95 


~ $1,224,454,997.87 


United States Government Securities carried at $80,217,139.55 in the foregoing state- 
ment are pledged to secure public deposits, including deposits of $14,234,484.96 of the 


Treasurer-State of Michigan, and for other purposes required by law. 


DIRECTORS 


HENRY E. BODMAN JOHN B. FORD, JR. NATE S. SHAPERO 
ROBERT J. BOWMAN B. E. HUTCHINSON R. PERRY SHORTS 
PRENTISS M. BROWN ALVAN MACAULEY GEORGE A. STAPLES 
CHARLES T. FISHER. WALTER S. McLUCAS R. R. WILLIAMS 
CHARLES T. FISHER, JR. W. DEAN ROBINSON C. E. WILSON 


TRUST DEPARTMENT 


This bank acts as Trustee, Executor and Corporate Agent 


Member Federal Deposit Insurance Corporation 
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DEFALCATION seldom occurs 

that cannot be analyzed after- 
ward and definite procedures set 
forth that could have prevented its 
happening. Moreover, these pro- 
cedures that are thought of too late 
rarely represent any new audit 
thinking. 


Usually, the after-thinking onlv 
serves to remind us of an audit pro- 
cedure that is already in use. The 
average auditor could tell you what 
was wrong, what should have been 
done, and probably what will be 
done in the future. 


The basis for defalcation control 
is a well-planned audit program. 


The primary purpose of the audi- 
tor is to protect the interests of the 
stockholders and their elected rep- 
resentatives—the directors. The di- 
rectors have the greatest stake of 
all in the auditor since their poten- 
tial liabilities are the greatest. 
Therefore, it is necessary that the 
auditor have a free hand with his 
audit program and that he be re- 
sponsible only to the board of direc- 
tors. 

There are several ways to ac- 
complish this and one suggestion 
follows. 


The by-laws of the bank can be 
amended along these lines: 






Labor and Material Are now Avaliable. We Have the 
Know-How—All We Need from You Is the Go Ahead. 


Eastern Office 


859 LEADER BUILDING 
CLEVELAND, OHIO 


about this control 


Defaleations Can Be Controlled 


By An Audit Program 


By their very nature, defaleations can at best be controlled, but not 
completely eliminated, according to the author who here draws 
upon his experience both as bank examiner and executive officer 
to point out the importance of the auditor’s position in bringing 


By W. H. McDANIEL 


Vice President, Northwest National Bank, 
Chicago, Ill. 


Examinations And Internal Control 

“There shall be appointed by the 
board of directors an officer whose 
title will be known as “Auditor.” 
This auditor is subject to the direct 
control and instructions of the 
board of directors only and shall 
make a semi-annual report of his 
internal audits in writing to the 
board of directors in June and De- 
cember of each year, The auditor 
is empowered to call a special ses- 
sion of this board of directors 
with or without the knowledge of 
the executive officers of the bank 
if sufficient cause be given.” 


A Program Facilitates Control 


The board of directors should 
then have a conference with their 
auditor and insist that a regular 
program of auditing be set up for 
the calendar year. The National 
Association of Bank Auditors’ man- 
ual provides a sample program 
which will be helpful. 

Then, semi-annual reports must 
be made to the board of directors in 
considerable detail pointing out 
what has been accomplished and 
what corrections have been insti- 


full list of completed banks. 


We invite your inquiry on our 


tuted where necessary. A report can 
be made monthly if desired. 


It is suggested that semi-annual 
reports are adequate so that these 
reports will not become mere rou- 
tine for the directors. These reports 
should be made in person by the 
auditor presenting his written re- 
port for discussion. It is also advis- 
able to make these reports at a time 
when the board of directors is ‘not 
weighed down with annual reports 
of operations and other organization 
matters. These reports of audit 
might well be made either in May 
and November—or June and De- 
cember. The month of January in 
the ordinary bank is too busy for 
adequate consideration of an audi- 
tor’s report. 

Under the system outlined, the 
auditor is free to call a special con- 
fidential meeting of the directors of 
his bank whenever he has reason 
to do so and this will serve to give 
him the confidence necessary to do 
the best job he can. 


A Program Limits The Amount 
Of Loss 


The real question in the auditor’s 
mind is not one of how to eliminate 
but rather how best to control de- 
falcation. As bank officers, we 
should understand clearly that the 









A. A. HENKEL & ASSOCIATES, INC. 
Bank Designers and Gngineers 
333 NORTH MICHIGAN AVENUE 
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auditor’s problem is one of control. 
We seek control of the amount of a 
defalcation, we seek control of the 
time element involved in a defalca- 
tion. 

You cannot prevent a crook from 
taking money or valuable property, 
but you can control the amount he 
or she has access to, and you can 
control the length of time the theft 
will run before detection. You can 
calculate the risk and insure your- 
self up to these limits, 

The following cases point up a 
few of the steps that might have 
been taken to bring the defalcation 
under control, if not immediately, 
then certainly within sufficient time 
to spare the bank any great loss. 


This Eighteen-Year Embezzlement 
Could Have Been Controlled 


A medium sized bank in the 
Northwest recently found itself 
confronted by a savings department 
shortage of $142,000. The head 
teller, by abstracting savings cards, 
withdrawing funds and filing cards 
with the “filled” ledger cards, suc- 


ceeded in extending this embezzle-* 


ment over a period of 18 years. Dis- 
covery was made while the teller 
was away on vacation. 

The immediate cause was the re- 
quest of one of the customers to 
make a $500 deposit. The ledger 
card could not be found. It is at 
least a small satisfaction to néte 
that this crook was away on vaca- 
tion which led to the discovery of 
her shortage. Since this covered a 
period of 18 years, we wonder what 
happened on her vacation periods 
during those years? We have ‘only 
the ugly fact that her embezzlement 
remained concealed. 

This woman had been given an 
award for long and faithful service. 
Perhaps that faithful service in- 
cluded “working out” her vacation 
period each year for double pay. 

This is an old, old story. Savings 
cards pulled out when the exami- 
ners walk in—pulled out and placed 
with “filled” ledger cards—pulled 
out and placed in the defaulter’s 
desk—pulled out and placed in an 
inaccessible place in the vault— 
pulled out and placed anywhere 
but where they belong. 

Several defaulters have been 
brought to light by examiners by 
inspecting the closed account files 
which were found to include sav- 
ings cards with actual open bal- 
ances. 

The case given is a good example 
of many savings manipulations. 
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eomes before Own 


Americans drive their own cars, live in their 


own homes, wash their clothes in automatic 


machines because of consumer credit. They 


own because they can owe. 


Consumer credit, the creator of markets, 


has become an indispensable function of 


banking. 


This period of increasing production is 


a golden time for banks to consolidate 


their -gains in the consumer credit 


field. We are happy to be helping 


many of our correspondents accom- 


plish this. 


= =A 


E02U2125 === 


NINTH AND attains - ST. Louis (1) MO. 





Direct verification down to the last 
penny would not pick up this type 
of shortage—although, if made at 
surprise intervals, it might have 
caused the employee to keep hands 
off. 

Account cards are often pulled 
out and entries made to withdraw 
funds, the funds taken, and the card 
left intact in case the customer 
calls at the bank. When the cus- 
tomer comes in, the card is located 
“out of the regular ledger” and the 
new entry made. A run of the 
ledgers would always balance be- 


cause debit entries had been put 
through the general ledger. The 
auditor would need to check de- 
posits and debits against the actual 
ledgers in this case. 


Seven Ways To Discover 
Defalcations 


Embezzlers who don’t take vaca- 
tions destroy the withdrawal slips. 
That is why the auditor needs to 
balance a day’s debits against the 
day’s general ledger entry prior to 
checking the tickets against the 
ledger cards. 
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YOU CAN’T PREVENT A 


DEFALCATION, BUT YOU CAN CONTROL 


THE AMOUNT AND 


THE TIME A THEFT MAY RUN 


BEFORE DETECTION 


Surprise runs of the ledgers at 
fairly frequent intervals might trip 
up the intruder. 

An inspection of the 
ledger card files is in order. 

Some banks substitute audit 
clerks at savings windows from 
time to time to break up routines 
such as this. 

Enforced vacations 
help. That is what 
down this case. 

Entries over $500 and dormant 
account entries should be made by 
an audit clerk. 

Above all, an understanding by 


“filled” 


would also 
finally broke 


management, operating men, and 
the auditing staff that anyone— 
trusted or distrusted—anyone in a 
bank handling cash and its equiva- 
lent is in position to steal. The im- 


portant thing is to control the length ' 


of time it can continue. 

Machine handling of the savings 
records at the window would have 
been of some help here, giving the 
auditor the third record under 
locked control—the audit journal 
list. The customer would expect 
the usual printed entry in his book 
which might help prevent any ir- 
regular entries in pen and ink. 


Why Suffer Loss Pacus 
be 


Owners, mortgagees, trust officers, and others 
responsible for safeguarding property need not 
fear loss pains if they are protected with property 
insurance in the proper amounts. If you have an 
insurance problem that is causing twinges now, 


why not consult us. 


But don’t procrastinate - 


tomorrow may be too late. 


THE PHOENIX-CONNECTICUT GROUP 
OF FIRE INSURANCE COMPANIES, HARTFORD, CONN. 
Combined Statement December 31, 1947 


Assets - * - . ° - 


Liabilities - - - . 
Surplus to policyholders ° 


Losses paid to December 31, 1947 


$106,262,644 
51,292,949 
54,969,698 
422,207,611 


Two Bookkeepers Destroyed Their 
Own Checks 


The second case concerns the ac- 
tivities of two commercial book- 
keepers who destroyed their own 
shecks put through to their own 
accounts and plugged the shortage 
difference when examined. The lass 
involved was $113,000. 


This man and a woman book- 
keeper each carried a small check- 
ing account at their own bank, and 
would draw small checks against 
th@&e accounts and cash them local- 
ly. When the checks were presented 
through the clearing house, the 
checks would be destroyed. A rec- 
ord was kept of the checks and, 
when examiners were due, the en- 
tire shortage would be charged to 
a customer’s account, and later 
credited back to the ledger. These 
plug entries did not show on the 
customer’s statement. 


Only five customers’ accounts 
were used to cover the shortage 
from time to time. These custom- 
ers’ balances ran from $500,000 to 
$1,000,000! It seems that there was 
no separate proof of these made by 
anyone in the bank other than the 
bookkeepers, or, if a proof was 
taken, no precautions were used to 
make a surprise audit. This is the 
type shortage that would have been 
disclosed by direct verification, 
provided adequate control of the 
ledger was obtained and notice 
form sent at once agreeing with 
the proof runs. A direct verification 
of even the larger accounts in a 
surprise manner would have picked 
up the “plug” entry. 
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An occasional proof of your ledg- 
ers, running them as of one or two 
days previous, will pick up a 
“plugged” set of books if you are 
careful. 


Officers May Make Surprise Runs 
Of Ledgers 


In a small bank, it is a good idea 
for officers to take a surprise run 
from time to time, preferably after 
hours with absolutely no warning 
to employees. For one thing, it 
would enable the officers to review 
their customers’ balances; they 
could watch for kiting while strik- 
ing a ledger balance. Any difference 
found, no matter how small, should 
be carefully run down. 

In one bank that had a sad ex- 
perience with this type of shortage, 
a system was set up and operated 
for years afterward with success. It 
required any debit tickets to a cus- 
tomer’s account in excess of $100 
to be prepared on a triplicate form 
with two copies going to the auditor 


who sent one copy to the customer: 


as a notice of the debit. am 


We all know that allowing em- 
ployees to have checking accounts 
in their own bank is a dangerous 
practice. 

This case suggests the transfer 
of one of the employees, or both, 
to some other work over a long 
period. # 

The most important point prob- 
ably lies in the need for direct veri- 
fication of accounts, including the 
proper control of the accounts at the 
inception of the audit to prevent 
plugging, and also the careful han- 
dling of the returns from this veri- 
fication. In one case, verifications 
were sent and disclosed the differ- 
ence, but the return was handled 
by the employee responsible for the 
shortage, which, of course, doesn’t 
make much sense. 


This Officer Kept Customer Box Keys 


In another instance, aq banker 
serving as vice president and cashier 
stole collateral and forged notes, 
using proceeds for his own pur- 
poses. While in charge of the keys 
to certain safe deposit boxes of cus- 
tomers, the officer stole securities 
from these boxes and placed them 
as collateral to loans, using fictitious 
names. In some cases, the collateral 
represented securities left by cus- 
tomers for safekeeping. 

There are several obvious faults 
here. No safe deposit keys should 
be left with an officer by any cus- 
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CONDENSED STATEMENT 


FIRST NATIONAL BANK 


IN ST. LOUIS 
At the Close of Business, June 30, 1948 


RESOURCES 


Cash and Due from Banks 

U. S. Government Securities 
Loans and Discounts 

Other Bonds and Stocks 

Stock in Federal Reserve Bank 


and Fixtures 
Other Real Estate Owned 





Acceptances, etc. 
Accrued Interest Receivable 
Overdrafts 
Other Resources 


Capital Stock 
Surplus 
Undivided Profits 


and Nov. 30, 1948 
Unearned Discount 


Other Liabilities 

Demand Deposits 

Time Deposits 

U. S. Government Deposits 





Reserve for Taxes, Interest, etc. 


Liability a/c Letters of Credit, Acceptances, etc. 


$116,864,124.85 
150,810,702.29 
173,763,616.06 
10,000,251.37 
612,000.00 





Banking House, Improvements, Furniture 


308,153.30 
857,002.00 


Customers’ Liability a/c Letters of Credit, 


1,894,256.53 
858,118.26 
54,215.17 
3,103.30 
$456,025,543.13 


LIABILITIES 


$10,200,000.00 

10,200,000.00 

7,890,061.15 
Dividend Declared, Payable Aug. 31, 1948, 


28,290,061.15 


600,000.00 
1,545,752.47 
281,873.58 
1,901,516.55 
5,028.90 


$358,552,456.03 
59,886,412.67 
4,962,441.78 


Total Deposits 


423,401,310.48 
$456,025,543.13 


St. Louis’ Largest Bank 


Member Federal Deposit Insurance Corporation 








tomer, regardless of the relation- 
ship that seems to exist between 
them. 

It appears that the collateral must 
have been “bearer” collateral. 
Direct verification of loans by an 
auditor or a disinterested third 
party would have picked up some 
discrepancies here. 

As a director in a small bank, I 
would insist on an outside verifica- 
tion of assets. How else can you 
check the operations of an executive 
officer who runs most everything in 
his bank? Of course, you trust him. 
Did not all these directors of the 


banks here cited trust their officers 
or employees? 


This Officer Forged Notes 


There was a case in Michigan 
where the executive officer placed 
forged notes in the note case and 
purchased various stocks with the 
proceeds. The stocks were then 
placed as collateral to the loans. 
The examiner noticed that there 
were a lot of Detroit addresses on 
these collateral loans and had them 
traced. This smoked out a sizeable 
shortage. 

There are two great needs in the 


43 





























1. The basis for defalcation con- 
trol is a well-planned audit 
program. 


2. The directors have the great- 
est stake of all in the auditor 
since their potential liabil- 
ities are the greatest. There- 
fore, it is necessary that the 
auditor have a free hand 
with his audit program and 
that he be responsible only 
to the board of directors. 


3. The board of directors should 
then have a conference with 
their auditor and insist that 
a regular program of audit- 
ing be set up for the calendar 
year. 


4. Then, semi-annual reports 
must be made to the board 


bank auditing world as it stands 
today. The first need is thorough- 
ness. It may even be true that the 
degree of thoroughness will in itself 
determine the success of any audit 
program. 

The second great need, and the 
more important one for better bank 
auditing, is to get the story of the 
importance of auditing to the men 


Nine Principles Of Defalcation Control 


of directors in considerable 
detail pointing out what has 
been accomplished and what 
corrections have been insti- 
tuted where necessary. 


5. Under the system outlined, 
the auditor is free to call a 
special confidential meeting 
of the directors of his bank 
whenever he has reason to 
do so and this will serve to 
give him the confidence 
necessary to do the best job 
he can. 


6. You cannot prevent a crook 
from taking money or valu- 
able property, but you can 
control the amount he or she 
has access to, and you can 
control the length of time the 


who need most to hear about it— 
the directors of banks. Only by 
bombarding these men with infor- 
mation about defalcations and the 
remedy can we make them con- 
scious of the real place of the audit 
in banking, of the problems of the 
auditor, and of his absolute depend- 
ency upon their full support for ithe 
complete accomplishment of his job. 











208 SOUTH 


Effective co-ordination 
of all departments assures rapid, efficient han- 
dling of every type of banking transaction. You 


are invited to nse any or all of our facilities. 


City NATIONAL BANK 
AND TRUST COMPANY of Chicago 
LA SALLE STREET 


(MEMBER FEDERAL DEPOSIT INSURANCE CORP.) 
































7. You can calculate the risk 


8. There are two great needs in 


9. The second great need, and 


theft will run before detec- 
tion. 


and insure yourself up to 
these limits. 


the bank auditing world as it 
stands today. The first need 
is thoroughness. It may even 
be true that the degree of 
thoroughness will in itself 
determine the success of any 
audit program. 


the more important one for 
better bank auditing, is to get 
the story of the importance of 
auditing to the men who 
need most to hear about it— 
the directors of banks. 
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Filing, Storage, Destruction 
Of Bank Records 


Published by The National As- 
sociation of Bank Auditors and 
Comptrollers, 38 South Dearborn 
Stregt, Chicago 3, Illinois. 

This is an authoritative study 
made by the research committee 
of The National Association of 
Bank Auditors and Comptrollers 
primarily for its members. One 
copy is sent free to each member, 
and members may purchase addi- 
tional copies for $1. However, non- 
members are asked to pay $5 for 
the study. It includes some very 
valuable suggestions for filing as 
well as storing records. It discusses 
storage buildings, and methods of 
avoiding fire hazards. 

It gives specific suggestions as to 
the length of time various records 
should be kept, as well as an out- 
line of laws, commonly known as 
the statutes of limitation. It repro- 
duces many forms used in connec- 
tion with record storing. It also 
discusses the subject of photo- 
graphing records, and has a table 
showing the states which have 
special laws with respect to the 
photographing of records and their 
use in courts 


Are loans charged off under pro- 


per control to assure any collections 


being properly reported? 
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This Series of Advertisements 
Makes Banking Principles 
Clear To Everyone 


The Mellon National Bank and 
Trust Company of Pittsburgh has 
published a series of advertise- 
ments which are so well-illustrated 


‘and so simply worded that anyone 


can understand the principles of 
banking by reading them. The 
titles of some of these advertise- 
ments are the following: 
Ever Think About Banks In 
Your Life? 
Meet Mr. and Mrs. Paymaster 
Ever See An Industrial Hot- 
house? 
We All Move Up Together On 
This Escalator 
A Bank Deposit Is Much Like A 
River 
How Would You Ship A Ton Of 
Money? 
What Is A Bank Balance? 
Bankers Monthly recommends 
that its readers write to the Mellon 
National Bank of Pittsburgh and 
ask for copies of this series of ad- 
vertisements 


All But 2.2 Per Cent Of Banks 
Use Routing Symbols 


Reports from the various Federal 
Reserve Banks indicate that 97.8 
per cent of all banks in America 
have adopted the plan of using the 
routing symbol on their checks. 
However, only 54 per cent of the 
checks passing through the cash 
item channels now bear routing 
symbols. This is an increase of 8 
per cent the past six months. V. 
Willis, vice president of Federal 
Reserve Bank of New York, who 
has this program in charge, reports 
that a number of banks are now 
using the routing symbols for sort- 
ing purposes. He says, “As the per- 
centage of checks with symbols in- 
creases further, many more banks 
will undoubtedly find it advantage- 
ous to sort by that method. 


Teller Operating Procedures 


Published by The National Asso- 
ciation of Bank Auditors and Comp- 
trollers, First National Bank Build- 
ing, Chicago 3, Ill. Prepared by the 
Research Committee, 36 mimeo- 
graphed pages, price $1.00 to mem- 
bers, $5.00 for non-members. 

This book is a result of a study 
made among many banks and con- 
tains recommended procedures for 
the following tellers’ work: Han- 
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STATEMENT OF CONDITION 
JUNE 30, 1948 


RESOURCES 


Cash and Due from Banks . . . . $ 46,163,893.87 
U. S. Government Bonds . . . . 66,443,881.00 
Other Bonds and Securities . . . . 14,068,423.09 
Loans and Discounts . . . . . . 111,058,598.24 
Game Gets te wt be 1,396,505.96 


Furniture and Fixtures . . . . . 397,021.69 
Other Real Estate Owned . . . . 15.00 
Accrued Interest Receivable . . . 954,682.71 
Customers’ Liability on L/C . . . . 114,043.08 


Coleh Wes ks cs 6 4S 650,888.30 
Total Resources . . . $241,247,952.94 


LIABILITIES 

Deposits . . . 0 6 ee « + 6a UE SO476 
Unearned Discount ar er at ete 1,741,735.52 
ee 114,043.08 
Reserves for Taxes, Interest, Etc. . . 1,214,166.52 
Reserve for Dividends . ... . 188,750.00 


Capital Funds 
Preferred Stock . $ 700,000.00 
Common Stock . . 3,000,000.00 
Surplus . . . . 4,000,000.00 
Undivided Profits . 1,148,953.06 
Reserves . . . .  1,1731,800.00 9,980,753.06 


Total Liabilities . . . $241,247,952.94 


{ 
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HOME OFFICE | PHOENIX, ARIZONA 


Largest Ginancial Institution in the Rocky Mountain States 


VALLEY NATIONAL BANK 


SAFFORD HAYOEN WICKENBURG PHOENIX TUCSON CASAGRANDE TOLLESON KINGMAN 
PRESCOTT LITCHFIELO PARK AJO cuesgp MORENC! MESA CLIFTON DOUGLAS 
MIAMI GLENDALE SUPERIOR COOLIDGE NOGALES WINSLOW WILLCOX GLOBE CHANDLER 


MEMBER OF THE FEDERAL DEPOSIT INSURANCE CORPORATION 








dling deposits; paying checks on 


your bank; cashing checks on other | SMALL BANK WANTED 


banks; redeeming United States We urgently ecede Sease Bank havo! ig out gow 

Savings Bonds and Armed Forces GRO WING TOWN | IN FLORI Dat No Bank 

s | or inancia nstitution of an in withio 

Leave Bonds; checks which should 30 miles = any ‘direction. Nice “business 
it} ic ready and waiting for you pital of $25,0 

not be cashed. In addition = this, | to $50 000 ample. Can place considerable 

stoc ere. 

there are suggestions as to — - | GREEN HILLS is located on good Rail- 

find errors resulting in tellers’ over- road and U. S. Highway, 30 miles North of 

hort | beautiful Panama City, famous pleasure and 

ages or shortages. deep sea Sshing resort. Delightful year-round 

e . . imate. evation eet, mi ty ea y 

It is obvious that this book can country. Marvelous fishing, huating, bathing 

: owni ting is is a wonderful opportunity 

be very valuable in teller training. for ou to slow down, take life easy and thor- 

As a matter of fact, it will be valu- oughly enjoy happy. easy living every day of 


i the year. For further in Bann 4 write to— 
able reading for every employee no Edward R. Wagner, Pres., Green |. ce, 


matter what his work. 
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Endorsograph Type 
Attachment Identifies 
Operator By Number 














Another service has been added 
to the multiple uses for the Endors- 
ograph check endorsing and Can- 
celling Machine, manufactured by 
Commercial Controls Corporation, 
Rochester 2, N. Y. A removable 
type slug attachment has been de- 
veloped which enables each opera- 
tor in an office to imprint her per- 
sonal identification number within 
the border of any endorsement or 
paid stamp on batches of checks, 
invoices or other business forms. 

Since each operator can retain 
her own type slug in her possession 
at all times, this feature offers pro- 
tection to her as well as to her em- 
ployer. Type slugs are easily in- 
serted or removed by the operator. 
The Endorsograph may then be used 
to endorse or cancel either with or 
without the personal identification 



























































































































Check What You Need And Mail This Form 




































































































































































. Binders, Check, Bookkeeping, 


Ledger 


THE BANKERS SECRETARY 
Rand McNally and Co., 536 So. Clark St., Chicago 5, Il. 


. Dating Machines and Stamps 
. Deposit Ticket Files 


Please have buying information sent us on the items circied above. 


1. Accounting Forms 29. Coin Counting and Packaging 56. Past Due Notices 

2. Accounting Machines Machines 57. Pay Roll Envelopes 

3. Addressing Machines 30. Coin Envelopes 58. Personalized Checks _ 

4. Architects and Builders 31. Coin Sorting and Counting 59. Personal Loan Advertising 

5. Bandit Resisting Enclosures Machines 60. Personal Loan Collection 
and Alarm Systems 32. Coin and Currency Trays Envelopes 

6. Bank Building Fixtures 33. Coin Wrappers 61. Personal Loan Systems 

7. Bank Directories 34. Coupon Books 62. Photographic Bank Systems 

8. Banking by Mail Envelopes 35. Currency Straps 63. Proof Machines 
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. Rubber Stamps 
, Safes, Fire and Burglar-Proof 


10. Bronze and Brass Signs 38. Desk Pen Sets 66. Safe Deposit Boxes 

11. Calculating Machines 39. Duplicators 67. Safe Deposit Records 

12. Chairs, Posture, Office 40. Expanding Filing Envelopes 68. Safety Paper Suppliers 

13. Changeable Signs 41. Expanding Mailing Envelopes 69. Savings Banks, Home, Pocket 
14. Checks 4?. Filing Cabinets 70. Scales, Postal, Parcel Post 
15. Check Book Covers 43. Forms, One-Time Carbon 71. Seals, Coin Bag 

16. Check Cancelling Perforators 44. Forms, Continuous 72. Seals, Corporation, Notary, etc. 
17. Check Endorsers 45. Inter-Office Communicating 73. Stamp Affixers 

18. Check Files Systems 74. Storage Files ; 

19. Check Protectors 45. Interest Tables 75. Time and Delayed Time Locks 
20. Check Signers 47. Lamps 76. Time Stamps 

21. Check Sorters 48. Lighting Systems, Fluorescent 77. Travelers Checks 

22. Check Sorting Trays 49. Maps 78. Typewriters 

23. Checking Account Systems 50. Metered Mail Systems 79. Typewriter Stands 

24. Christmas Savings 5t. Money Orders 80, Vault 

25. Coin Bags 52. Name Plates and Desk Signs °¥- Vaults 

26. Coin Boxes 53. Night Depositories 81. Vault Equipment 

27. Coin Changers 54. Night Depository Bags 82. Visible Records ; 

28. Coin Counting Machines 55. Pass Books 83. Window and Lobby Displays 


















number. The new removable type 
slug attachment is available upon 


order, complete with a set of any 


ten slugs. 

In addition to straight endorsing 
or cancelling of checks, the Endors- 
ograph may be used in conjunction 
with listing or posting machines and 
check microfilming equipment, It is 
electrically operated and has a 
flexible feed which permits selec- 
tive positioning of the endorsement 
stamp. 


People Like To Read 
About Money 


Money is always interesting. If 
you can tell your local people about 
a coin that weighs 45 pounds or one 
that is shaped like a fishhook or 
one that is 12 feet in diameter, you 
will certainly develop interest. All 
this is possible by the use of a syn- 
dicated advertising program entitled 
“It’s Legal Tender.” Each adver- 
tisement is interestingly illustrated, 
showing a sample of the money de- 
scribed and a picture typical of the 
country in which it is used. This is 
followed by a suggestion for the 
use of your bank’s services. 

The coin which weighs 45 pounds 
was used at one time by the Swed- 
ish government to stabilize the 
price of copper and to increase the 
profit from the government’s great 
copper mines. The coin measures 2 
feet 4 inches by one foot and had a 
purchasing power of about $150. 

The coins made in the shape of 
fishhooks were made from silver 
wire and were used for trading 
around the Arabian sea. 

The coin 12 feet in diameter is 
used on the island of Yap. It is a 
huge stone in the shape of a round 
millstone with a large hole in the 
center. Not all of the coins of Yap 
are 12 feet in diameter; many of 
them are only 1 foot in diameter, 
but even those are heavy and in- 
convenient to carry. 

The story of these and some 200 
more strange coins make up the 
series of advertisements which may 
be purchased in sets of 52, 104, or 
156 from Davis, Fisher, Kayne, Inc., 
220 South State Street, Chicago 4, 
Illinois. 
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All Wage Amounts Clearly 
Shown In Victor Portable 
Tax Computer 


The 1948 Victor Recordex With- 
holding Tax Computer includes all 
of the five payroll periods in one 
unit for one price. 

All wage amounts show in the 
visible margins, providing instan- 
taneous reference. The margins are 
protected by non-glare transoloid 
from soil and wear. 

Each unit is compact and takes 
little space in a desk or file drawer. 
It can be easily carried from place 
to place in a brief case. 

For more information, write to 
The Victor Safe and Equipment 
Company, Inc., North Tonawanda, 
N. Y. 

* 


Two Compact Units Offered 
For Air Conditioning Rooms 


A new console type room cooler 
which houses a water-cooled, re- 
frigerated air conditioning unit that 
cools, dehumidifies, filters and cir- 
culates the air, is now available 
from the United States Air Con- 
ditioning Corp., Como Ave. S. E. at 
33rd St., Minneapolis 14, Minn. 

Quick and easy to install, the 
usAIRco Room Air Conditioner is 
engineered to operate at peak cool- 
ing efficiency with a minimum cost, 
even in extremely hot or humid 
climates. No window location is 
necessary, no duct needed to bring 
in outside air. Installation requires 
electrical wiring to the unit and 
water connections. The two dis- 
charge grilles at the top of the unit 
are quickly adjustable for circu- 
lating clean, cool air in four direc- 
tions, 

Available in two models—*4 and 
1 ton cooling capacities—the con- 
ditioner measures only 36% inches 
high, 305¢ inches wide, and 18% 
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WHAT ABOUT THAT CHECK DEPARTMENT? 


About five years from now we may be 
asking this same question. By then; 
however, check departments in banks 
may be quite commog, so a 
we ll follow up with something like 
this. “Do you still have check inven- 
tories at every teller’s window? In 
each officer's desk? Do customers 
have to wait in line for their check- 
books? Are you still paying the bill for 
checks, or are your customers buying 
their mained chad? If you haven't 
started one, this is the time to do it.” 


But now, since very few banks have 
check departments, we cannot become 
too disturbed over the fact that thou- 
sands of banks do not. Nevertheless, 
as one bank at a time installs this 
control, we will be watching the 
development and we hope soon to 
mark it as a trend. It’s coming sure 
as shootin’ because the growing use 
of imprinted checks will make it nec- 
essary. And it will pay for itself... in 
addition to which it will establish bet- 
ter control of check distribution. 


Peering just a little further into the 


future, we can see greater emphasis 
being given to the dignity of the 
checkbook . .. more ceremony as it is 
ordered and delivered. And why not? 
Isn't the checkbook just about the 
most important instrument in the 
financial field? Isn’t it the personal 
currency of the individual? Why 
shouldn't it command more respect 
and attention than an ordinary piece 
of stationery? It should, it does, and 
it will! 


As observers we see these develop- 
ments start and, because they affect 
our operations, we watch them closely. 
For the past ten years we have been 
watching the development of Person- 
alized Checks. At first just a little 
interest. Then gradually an accelerated 
interest. And now a nationwide inter- 
est with such momentum that two 
things are almost certain to come 
about: one, that all people who have 
checking accounts will some day use 
imprinted checks; two, that one per- 
son, or one department in each bank, 
will control their distribution. So what 
about that check department? 


Manufacturing Plants at: 


* NEW YORK, CLEVELAND, CHICAGO, KANSAS CITY, ST.PAUI 


inches deep. This small, convenient 
size permits the unit to be installed 
comfortably in any normal-size 
room or office without taking up 
valuable space. 

* 


New Check And 


Passbook Covers 


A new type of check and pass- 
book cover, already in extensive 
use by major independents and 
branch banking systems in Cali- 


fornia, is now being shown to banks 
nationally. 

Called ‘‘Duralex,” the material 
from which these covers are made 
looks, feels, and wears like genuine 
leather—but costs approximately 
one-third less than other quality 
covers, says the manufacturer. 

“Duralex” covers are made by 
Coast Book Cover Company of Los 
Angeles, a firm that has specialized 
in production of materials of this 
type for twenty-five years. An in- 


COIN COUNTING MACHINES 


MODEL No. 4 ET--(E'ectric) 

A large motor driven Machine with an unusual repu- 
tation for speed and durability. Will handle all coins. 
Automatically locks after each count of 20, 25, 30, 
40 or 50 coins or will count indefinitely into a bag. 
Register can be reset to zero. 

Write for our catalogue covering other machines 
and bank supplies. 


ABBOTT COIN COUNTER 


COMPANY 


MODEL No. 2X--(Hand operated) 
Adjustable for pennies, nickels, dimes, quarters or 
halves. Can be set to lock automatically when 20, 25, 
30, 40 or 50 coins have been counted or will count 
indefinitely into a bag. An operator can count and 
package 400 coins a minute or count 2000 coins into 
a bag. Register can be reset to zero. 


143rd ST. and WALES AVE. 
NEW YORK 54, NEW YORK 





The AJAX-HERCULES Certifier 


Provides absolute protection to modern banks 
and their depositors everywhere against fraud, 
duplications and forgeries. 

By a simp!e turn of the handle a clear impression 
of the entire record (bank name, amount, serial 
number and date is macerated into the check from 
both sides in two colors. 

A new locking device seals the entire mechanism 
assuring against tampering by unauthorized persons. 

Dependable operation is assured by a magnifier 
showing the amount at a glance. 

No zinc die cast parts used. All wheels and 
levers of SOLID BRASS. 

The AJAX-HERCULES comes fully equipped in 
any one of four different models depending on your 
needs. 


AJAX TIME STAMP COMPANY, INC. 


368 Broadway, New York 13, N. Y. Worth 4-1666 





creased supply of basic materials 
now permits Coast to expand pro- 
duction. 

Bank purchasing officers who 
have not received the Duralex sam- 
ple kit may obtain one, with price 
list, by writing Coast Book Cover 
Company, 810 East Third Street, 
Los Angeles, California. 


Westinghouse Announces 
New Water Coolers 


New water coolers featuring a 
hermetically sealed _ refrigeration 
system to assure long, trouble-free 
life have been announced by the 
Westinghouse Appliance Division, 
Mansfield, Ohio. 

The advantages of the system, 
the manufacturer says, include the 
elimination of belts, shaft seals and 
flared connections. The oil supply 
is permanently sealed in and dust 
and dirt are sealed out. 


The Westinghouse water cooler 
line is complete with seven models, 
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HANDSOME SOLID BRONZE 
SIGNS AND NAME PLATES 
We are specialists in designing distinctive 


bank signs, desk plates, tellers’ signs, etc. 
Write today for illustrated catalog. 


"Bronze Tablet Headquarters” 


UNITED STATES BRONZE 
SIGN CO. INC 


BM, 570 Broadway, New Y 





all covered by the Westinghouse 
five-year protection plan. 
Other outstanding features of the 


Le 
line include a new pedal control, 
automatic stream-height control and 
built-in carafe filler attachments. 

Further information may be ob- 
tained from the Westinghouse Elec- 


tric Corporation, Appliance Divi- 
sion, Mansfield, Ohio. 
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New Reader-Desk 
Speeds Reference To 
Micro-Records 


A reader-desk, designed to speed 
reference to micro-records, has been 
developed by the Photo Records 
Division of Remington Rand Inc. 

The manufacturers claim that an 
inexperienced operator can load it 
and locate any image on a 100-foot 
roll of indexed film in less than a 
minute without leaving her chair, 

Film can be traveled through the 
Reader-Desk in either direction as 
fast as 150 feet per minute and 
brought to a full stop instantly by 
turning a single control knob. 


Transcriptions can be made with 
one hand while operating with the 
other hand. Loading, focusing and 
image positioning are all accom- 
plished in a recess located at the 
base of the screen. 

Images are kept in constant focus 
at all readable speeds. When the 
film is traveling faster than scan- 
ning speed, the space between the 
glass flats opens up automatically 
to prevent wear. A 14 by 14 inch 
screen enlarges documents 23 dia- 
meters to original size or larger. It 
is specially coated to eliminate eye 
strain. 

Dimensions of the reader-desk are 
36 inches wide by 32% inches high 
by 27 inches deep. A complete de- 
scription may be obtained in a folder 
“From Film Box To Screen In 60 
Seconds” by writing to Remington 
Rand Inc., Photo Records Division, 
Room 142, New York 10, N. Y. 


A Reader-Desk that facilitates 
viewing of Record Films. 
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Dixie Deb Desk and Posture Chair 


Comfort, Longwear Are 
Features Of New 
Rubber Floor Matting 


A new rubber floor matting which 
combines special cushioning and 
long wearing qualities has been in- 
troduced recently by American Mat 
Corp., 1854 Adams St., Toledo, Ohio. 

Known as “Corrugated-Sponge” 
rubber matting, this new product 
has a ¥% inch corrugated rubber 
matting black solid top surface 
which is applied to a 3/16 inch 
sponge rubber base, thus uniting the 
serviceability of corrugated rubber 
and the fatigue saving features of 
sponge rubber. It has the further 
advantage of being easy to handle 
and to clean. Corrugated Sponge 
Matting comes in 36-inch widths 
and in lengths to 25 yards. 

This new product has a wide 
range of applications and is particu- 
larly well adapted for use in the 
tellers’ cages. 


Dixie Desk, Chair Combine 
Efficiency, Comfort, Economy 


Dixie Chrome Products, manu- 
facturers and designers of distinc- 
tive furnishings, recently intro- 
duced the practical Dixie “Deb” 
Desk and Posture Chair shown 
herewith. 

Heavy mechanical steel tubing, 
treated in the exclusive “UDYLITE” 
process of indestructible chrome- 
plating, forms the outer framework 
of both the chair and the desk. 
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The Dixie “Deb” desk features an | 


all steel construction with top of 
scratch-proof and _ burn-resistant 
plastic. Three drawers, one a letter 
size file with convenient index fol- 
low block, provide ample space for 
storing necessary correspondence 
and equipment, Outer surfacing of 
the desk is of baked crinkle enamel 
in black, grey or beige. 


Four way control adjustment, an | 


important feature of the chair, en- 
ables the user to regulate the seat 


height as well as the back height | 


and tension for maximum comfort 
and healthful posture. 

Two inch heavy duty rubber 
wheels mounted in full swivel ball 
bearing casters provide easy, noise- 


less movement and protect floors. | 
Long wearing Duran Plastic in a 


wide color range, has been used to 
cover both the seat and the back. 

For additional information, please 
contact Dixie Chrome Products, 
2815-17 Main Street, 
Texas. 








Dallas 1, 


Instead of permitting proceeds of | 


loans to be paid out in cash, it is 


safer to insist upon the crediting | 
of customers’ accounts or the issu- | 
ance and indorsement of cashier’s | 


checks. 


BLOTTERS  ,fOR,RAnc. 


Colorful, effective blotters especially designed to 
promote bonk services . . . Automobile 


Loans, 


Checking Accounts, Commercial Loans, Life Insur- | 


ance, Insuronce Loans, ans, Personal 
and iInstaliment Loans, Safe Deposit Boxes, Sav- 


ings ond Thrift Accounts. Your own personolized | 


message of our — copy. 
Complete set of Samples on 


1463 Metcalf Ave. 
BONDSON PRESS 


New York 60, N. Y. 
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STEEL- eee 
BANDING STRAPS 


| pelle” 


RUBBER 
BANDS! 


Made of 50 Ib. 
Brown Kraft 


_ for packaging currency, 
deposit tickets, checks, etc. They 
will not break or deteriorate with 
age like rubber bands. Band size 
—10 in. x % in. Ends gummed with 
pure tapioca dextrine. Made of 50 
lb. brown Kraft, 1,000 to a box 
with lid. 


FREE SAMPLES 
Write Today To Dept. A 

The €. L. DOWNEY Company 

HANNIBAL miss ve 

M, el OF 4 heart 
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CHECKBOOK COVERS 


Premium Value 
AT LOW COST 


DURALEX: 


LOOKS LIKE LEATHER 

FEELS LIKE LEATHER 

WEARS LIKE LEATHER 
—a quality cover for checkbooks and 
passbooks that is in keeping with 
the dignity you demand—yet unbe- 
lievably economical! 


WRITE OR WIRE 


for the DURALEX sample kit as used 
by major banks and chains in Cali- 
fornia. No obligation. 


lout 


BOOk COVER CO. 


810 EAST THIRD STREET 
LOS ANGELES 54, CALIFORNIA 





“‘We Safeguard Privacy 
of Our Customers’ Business”’ 


hen you 


above mig 


uip your phones with the Hush-A-Phone, the 
t well be the headlines of a newspaper ad. 


Moreover every customer visiting your bank can observe that 

you are protecting HIS privacy. 

The Hush-A-Phone is a scientifically designed phone 

silencer, weighing but 5 oz. that snaps on the transmitter of 
your ron and auhding complete privacy of phone conversation. Even those seated 
at your desk cannot hear a word you say. 


The Hush-A-Phone also prevents phone talk annoyance - quiets the office; midst 


surrounding noises it improves hearing. 


More than 100,000 executives are using the Hush-A-Phone, and bankers are es- 
pecially enthusiastic. Write for literature. 


HUSH-A-PHONE CORP. 43 West 16th St., New York 11, N.Y. 


CHECK CERTIFIER 


FLOOR DIRECTORY 
« INFORMATION » 


TRAIN SCHEOULE LOBBY | 
BUS Lossy | 
NEWS PAPERS LOBBY | 
' BARBER SHOP | a a 
BEAUTY PARLOR MEZZ 
' RESTAURANT BASE 
GRILL ROOM BASE 
CHECK ROOM MAIN 


ROOM RATES 
DESK CLERK 


Changeable Letter Signs for every purpose 
Suitable for indoor and Outdoor use 


SEND FOR LITERATURE 


ACME BULLETIN CORP, 
37.E. 12th Street New York 3, N.Y. 


ane 1896 
A Complete Line of 
Money Wrappers for Banks 
STANDARD PAPER GOODS ‘co° 


WORCESTER 8, MASS. 


PRINTERS FOR THE BANKS 
OF AMERICA 


SIDNEY FELDSER 


Bank Printers @ Lithographers @ Stotioners 
Lancaster, Penna. 


The absolute protection against forgery 
and alteration afforded“by the SECURITY 
CERTIFIER is of inestimable value to the 
Bank and its depositors. There are many 
cases of record of forgery of rubber stamped 
certified checks, 

The entire certification record, bank name, amount, 
date and serial number, is cut and printed on both 
the f ont and back of the check in one simple opera- 
tion, printing one side in red and the other side in 
blue. Padlock provides maximum assurance agains! 
unauthorized tampering. Keybose and serrating roll 
made of solid brass to prevent warping and to 
render ageless service. In use by banks throughout 
the country. 


SECURITY CERTIFIER COMPANY 


| 5 Beekman Street  ° New York 7, N. Y. 


Bank Wage Programs Are 
Competitive With Industry 


For banks with a staff of suffi- 
cient size to justify, we recommend: 
1. better employees’ locker rooms; 
2. employees’ dining rooms, where 
employees may enjoy good food at 
nominal cost; and 3. employees’ 
training programs. 

If we do all these things, we will 
not be pioneers but will simply be 
adopting a program which the 
brothers and sisters of our em- 
ployees are receiving from their 
employers in industry and com- 
merce. 

When we have developed a mod- 
ern personnel program and adopted 
rate ranges comparable to any em- 
ployer in our area, we must make 

- this situation plainly known to our 
employees and to the public. Then, 
and then only, will we be able to 
overcome the sentiment which 
exists when judges publicly force us 
to accept part responsibility for de- 
falcations among bank employees. 
We rightly deplore the effect of such 
comments from the Bench, but I 
wonder if we are not at fault for 
allowing the impression to persist 


J 


that bank employees are underpaid 
in comparison to other employees, 

There is only one remedy to this 
situation which we all object to so 
vigorously. It is: 1. to honestly put 
our employee programs in order; 
2. then to tell the world we have 
done so with all of the emphasis we 
can command. 

When contemplating improved 
personnel programs, one naturally 
reflects that, desirable as are these 
developments, the fact remains that 
they all cost money and thereby in- 
crease the bank’s overhead. 

Constantly on our mind, too, is 
the need for retention of earnings 
to improve our capital to risk ratio, 

These are natural reactions and 
of course must be given careful con- 
sideration. 

The answer, I believe, can be 
found in a more aggressive policy 
of producing income for the bank. 

Service charges should be resur- 
veyed by banks and clearing house 
associations to see that. schedules 
of fees are adequate to meet in- 
creased costs of operation. 


Opportunities for increased earn- 
ings through old and new fields of 
credit extension are better today 
than for many years; and to offset 
lower interest rates, we enjoy a very 
high level of loanable funds.—R. D. 
Mathias, Pres. Old National Bank 
of Evansville, Ind. 


n 


“Thank You For Useful 
Ideas In Employee 
Magazine Article” 


Your June, 1948 issue of Bankers 
Monthly arrived today, and I want 
to take this opportunity to commend 
you for the fine article titled “Em- 
ployees Magazines Stimulate Per- 
sonal Pride In The Bank, In Em- 
ployee’s Work.” This was an un- 
usually fine story and provided Mr. 
Arnold Stephens, Editor of The 
Fort Worth National “Banker,” and 
myself with a good many ideas that 
we hope to incorporate in our em- 
ployee magazine. 

This is the tenth year of publica- 
tion of our little periodical. Our 
circulation is approximately 3,500 
a month, and the magazine has been 
well received through the years. 

Thanks again for a thought pro- 
voking article on a subject in which 
we are interested.—Reed Sass, as- 
sistant cashier, The Fort Worth Na- 
tional Bank, Fort Worth, Texas. 
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ENTRANCE TICKET 


SIGNATURE 


Entrance Ticket To The Vaults Of 
The Third National Bank & Trust Company 


(Safe Deposit Dept.) 


DAYTON, OHIO 


Positive Identification For Safe Deposit Box Renters 


The customer desirous of entering his safe deposit box in our bank 
signs the entry ticket and supplies the box number, This number is 
then verified by the clerk at the registration desk. If the signature and 
number are correct, the entry ticket is then time-stamped and initialed 
and returned to the customer who then.presents it to the custodian in 


the vault. 


He compares the number on the entry ticket with that stated by the 
customer. If these agree, the guard key is then inserted and the box 
opened. The custodian then initials the ticket. At the end of the day, 
the tickets are sorted alphabetically and filed. 


The entry ticket we use is one of the Standard Register Company’s 
continuous forms.—John D. Miles, assistant cashier, The Third National 


Bank & Trust Co., Dayton, Ohio. 





Nine Actions Which Get 
The Most From Employees 


If you would have good personnel 
relations, the kind that have dollar 
value to you, your bank, and your 
stockholders, do these things, and 
begin now: 

1. Treat your employees as in- 

dividuals. 

2. Treat them with dignity and 

respect. 

3. Let employees know what is 

expected of them. 
. Tell them periodically how 
they are getting along. 

5. Give them the recognition they 

deserve and earn. 


5. Keep them informed about the 
things that concern them be- 
fore they happen. 

. Provide for fair compensation. 


. Plan for a program of upgrad- 
ing from within. 
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9. Provide for a reasonable op- 
portunity for growth based on 
achievement and capacity. 


These are the secrets of develop- 
ing employees if you wish to call 
them that. At any rate, these are 
the bases on which employees judge 
their growth. These are the terms 
they can understand and interpret 
in a personal way, even as you and 
I—John W. Taliaferro, John W. 
Taliaferro and Associates, Atlanta, 
Ga. 


The Insurance Committee of the 
American Bankers Association has 
always advocated the broadest pos- 
sible insurance as the best safe- 
guard. The Committee considers 
that the cost of adequate insurance 
is a proper charge against the cost 
of sound banking and believes it is 
an axiom that any business which 
cannot afford the expense of ample 
insurance offers a hazardous in- 
vestment. 


SUBSTANTIAL SAVINGS 


Rebuilt & Guaranteed Business Machines 
OUR 5-DAY APPROVAL PLAN 
ASSURES COMPLETE SATISFACTION 


New & Used | CALCULATORS | 


ADDERS 


Marchant, Friden, 
Monroe, Burroughs, 
Comptometers 


Burroughs, 
Sundstrand, 
Remington, Victor, 
R. C. Allen 


| 
| BRANDT-COIN | 
| CHANGERS 


Models 60-61-100-101 


| DUPLICATORS 


ADDRESSOGRAPHS 
& Elliotts 


All models, hand & 
Electric. Also | 
Graphotype 
embossing machines 
and all accessories: | 
plates, trays, frames, 
etc. 
A. B. Dick, | 
Mimeographs, 
Multigraphs, 
Multiliths, Standard 
& Ditto Liquids 


| | VISIBLE FILES | 
| — ALso — 
| 


Kardex, Acme-Rand 


Sealers * Pitney-Bowes Metered Mailers 
Letter Openers * Folders * Stampers 
Checkwriters * Tying Machines 


MAILERS' 
EQUIPMENT CO. 


40 West 15th Street 
New York 11, N.Y 
CHelsea 3-3442-3-4-5-6 





THE RIGHT IMPRESSION 


The Payment Coupon Book you issue 
your Time Sales customer becomes his 
personal record. 

It should not only be arranged to 
facilitate the handling of payments 
but it should also enhance the cus- 
tomer's impression of your bank by 
its smart modern appearance. 

Allison renders a designing and 
copy service, which is available to all 
users of Special Printed Payment 
Books, without cost. 


Samples of what we have done 
for others and complete informa- 
tion will be sent upon request. 
Write to head office: Indianap- 
olis 6, Indiana. 





dank Notes..... 


Graham B. Blaine and Lawrence 
C. Marshall, vice presidents of the 
Bank of the Manhattan Co. New 
York City, have been elected mem- 
bers of the board of directors of 
the bank. 


* 


Edward M. Cummings was re- 
cently elected a second vice presi- 
dent of the Continental Illinois Na- 
tional Bank and Trust Co. of Chi- 
cago. Mr. Cummings formerly was 
an assistant vice president cf the 
Chemical Bank and Trust Co. of 
New York. 


* 


William M. Sherrill, advertising 
and publicity manager, First Na- 
tional Bank in St. Louis, has been 
appointed to the administrative 
committee, of the School of Bank- 
ing, University of Wisconsin, by 
J.C. Welman, president of the Mis- 
souri Bankers Association. 


* 


The Mercantile-Commerce Bank 
and Trust Co. of St. Louis recently 
announced the appointment of Mr. 
John B. Mitchell as assistant vice 
president. Mr. Mitchell has been 
associated with the bank since 1936. 
He is a graduate of St. Louis Uni- 
versity and during the war served 
for three years as an officer in the 
United States Coast Guard. 


* 


Chase Advances Twelve 


Promotion of five officers of the 
Chase National Bank, New York 
City, to positions of higher rank and 
the appointment of seven clerical 
employees to the official staff, is an- 
nounced as follows: Lowell E. Ul- 
lery, to vice president in the Petro- 
leum department; David Rockefel- 
ler, to second vice president in the 
Foreign Department; Jesse F. Skel- 
ton, to second vice president at 
Rockefeller Center Branch; Robert 
Wetzler, to second vice president at 
73rd Street Branch, and Reginald 
P. Russell, to assistant cashier in 
the Credit Department; Joseph L. 
Kelly, custody officer, Trust De- 
partment; Leonor F. Loree II, as- 
sistant cashier in the bank’s far- 
western district, and the following 
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assistant managers at New York 
City branches: Frank J. Dowd, 42nd 
Street; Winfield F. Hanrahan, 57th 
Street; Ira O. Smale, Rockefeller 
Center, and Stanley B. Smith and 
Clinton B. Thomas, Times Square. 


* 


Security-First 
Reports Elections 


Election of three new vice presi- 
dents, an assistant vice president, 
a trust officer, and two assistant 
branch managers for Security-First 
National Bank of Los Angeles has 
been announced. 

New vice presidents are E. J. Cal- 
lister and Edwin H. Corbin of the 
bank’s Head Office and H. Safford 
Nye of the Fifth & Spring Office. 
Conrad C. Jamison, head of the 
Research Department, is the new 
assistant vice president, and Chal- 
mers E. Lones, Jr., will serve as 
trust officer of the Fresno Branch. 

Promoted to assistant branch 
managerships were James F. Gan- 
non, Wilmington Branch, and B. F. 
Smith, Ocean Park Branch. 


* 


Advancements At 
Crocker-First 


At a meeting of the board of 
directors of Crocker-First National 
Bank of San Francisco, F. F. Han- 
ington and F. W. Ross were pro- 
moted to assistant vice presidents. 
H. E. Olney of the Trust Department 
was promoted to assistant trust 
officer and Harold Trumpour was 
made assistant auditor. 

Both Mr. Hanington and Mr. Ross 
have been associated with the bank 
for a number of years. Mr. Haning- 
ton joined the bank in 1921, and Mr. 
Ross in 1910. Mr. Ross is connected 
with the new business department 
of the bank. 


* 


W. R. Wayland Board 
Chairman Of 
Valley National 


The board of directors of the Val- 
ley National Bank, Phoenix, Ariz., 
recently elected W. R. Wayland as 
chairman of the board and approved 

J 


promotions of three officers to the 
rank of vice president. 

Mr. Wayland has been an officer 
and director of the Valley Bank 
since 1929. He is a director of the 
Central Arizona Light & Power 
Company, president and managing 
director of the Hotel Westward Ho, 
president of the well-known Way- 
land Prescription Pharmacy in 
Phoenix and is interested in numer- 
ous other business and civic organ- 
izations. . 

James Dismuke, comptroller, and 
Jo Abbott, assistant vice president, 
were named vice presidents for the 
home office in Phoenix, and Mundey 
Johnston, assistant vice president 
of the Tucson office, moved up to 
the post of vice president in Tucson. 


* 


Bank of New York And Fifth 
Ave. Bank Shifts Officers 


John C. Traphagen, chairman of 
the Bank of New York and Fifth 
Avenue Bank, has announced the 
appointment of Charles M. Bliss, 
formerly vice president in charge 
of investment counsel, as adminis- 
trative vice president. 

Other appointments include Ro- 
derick McRae, vice president in 
charge of security research depart- 
ment, who becomes chief invest- 
ment officer; James Carey, formerly 
vice president in the trust depart- 
ment, now director of employee re- 
lations; Karl A, Simson, formerly 
accountant, named controller, and 
R. W. Kaiser, vice president and 
formerly controller, vice president 
in the banking department. 


* 


Mason Frey Elected A 
Vice President Of 


Bankers Trust Co. 


Election of S. T. Mason Frey as a 
vice president and of William H. 
Moore as assistant treasurer of the 
Bankers Trust Co., New York, has 
been announced by S. Sloan Colt, 
president. Mr. Frey began his bank 
career in the foreign department in 
1932, was appointed an assistant 
treasurer in 1943 and assistant vice 
president in 1945. Mr. Moore, who 
joined the bank in 1938, has been 
connected with the banking depart- 
ment since his return from the Navy 
in 1946. 
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Manufacturers Trust Co. 
Announces Promotions 


Messrs. John W. Gorman of the 
39th Street Office and Randolph D. 
Sites of the Foreign Department 
have been elevated in rank from 
assistant secretaries to assistant vice 
presidents. 

Mr. Gorman began his banking 
career in 1919 with the old New 
York Produce Exchange Bank. 
Through a series of mergers he 
came to Manufacturers Trust Co. 
in 1937. 


Mr. Sites has been with the bank 
since 1926, prior to which time he 
was with the Bankers Trust Co. His 
entire service has been in the For- 
eign Department, where he  dis- 
tinguished himself as the author of 
the EXPORTERS HANDBOOK, 
which is widely used throughout 
the world in export and banking 
circles. 


* 


Seven Advancements 
At Peoples First 


Robert C. Downie, president of 
Peoples First National Bank & Trust 
Co., Pittsburgh, has announced the 
election by the board of directors 
of seven new officers. Richard R. 
Winters and Gilbert N. Herzberg 
were elected assistant secretaries. 
Named assistant auditors were 
George K. Latimer and A. Paul 
Raybold, The three assistant vice 
presidents are: Edgar T. Adams, 
Jr., Burr V. Brower, and James M. 
Liggett, Jr. 

* 


Advancements At 
Chicago Fed 


Appointment of W. W. Turner as 
vice president, H. Fred Wilson as 
assistant vice president, and Russel 
A. Swaney as assistant cashier of 
the Federal Reserve Bank of Chi- 
cago has been announced. 


Mr. Turner has been assistant 
vice president and is in charge of 
the check collection functions of 
the bank. He has been with the 
Federal Reserve Bank of Chicago 
since 1918. He has been in charge 
of the credit department, was a 
loaning officer for several years, and 
was in charge of fiscal agency func- 
tions during the war. 

Mr. Wilson has been manager of 
the Bank and Public Relations De- 
partment since its organization in 
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1945. Prior to that time, he was 
manager of the Research Depart- 
ment. 

Mr. Swaney is the bank’s repre- 
sentative in Michigan and has been 
with the bank since 1946. 

* 


Five Promotions At 
Republic National 


Announcement is made of the 
promotion of five officers of the Re- 
public National Bank, Dallas, Tex. 
C. W. Austin, Jr., former assistant 


vice president, was elected vice 
president. Pat Henry, Jr., has been 
advanced from assistant vice presi- 
dent to vice president. John R. 
Scott, former assistant vice presi- 
dent and member of the Oil Loan 
Department, was promoted to vice 
president. E. E. Wallace, Jr., former 
assistant vice president, also has 
been elected vice president. He is 
present manager of the credit de- 
partment, James E, Massey, former 
assistant cashier, was elected assist- 
ant vice president. 
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Ros years can be a mighty short span in the history of a 
business. Yours for example. 


When the time comes to address your fellow executives 
at the “Annual Banquet” in 1958, will there be a decade 
of outstanding company progress for you to review? 


One way to make sure of a prospering business tomor- 
row is to make certain today that your employees are 
buying U.S. Security Bonds regularly —on the Payroll 
Savi ings Plan. The Pay roll Savings Plan is a“look- ahead” 
plan for both management and employees. It builds up 
an employee group with a sense of extra security. 
a tangible stake in the nation’s future.. 


’ ..with 
.a group bound 


Better plan your speech now 
for that 1958 Dinner 


to shun dollar-destroying philosophies. 


At maturity, the 
Bonds pay $4 for every $3 invested. 


P.S.P. is paying oft today, for every Security Bond dollar 
built up in the Treasury retires a dollar of the national 
debt that is potentially inflationary. Records of the com- 
panies that actively maintain the Payroll Savings Plan 
show improved emplovee attitudes. Absenteeism and 
accidents have dropped as the individual’s feeling of 
security grows with regular Bond buying. 
The whole plan of action for use within your company 
has been mapped out. Just call your Treasury Depart- 
ment’s State Director, Se vings Bond Division. 


See t®eeeeeeeeeeeeeeeeeeteeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee 


The Treasury Department acknowledges with appreciation the publication of this message by 


BANKERS MONTHLY 


This is an official U.S. Treasury advertisement prepared under the auspices of the 
Treasury Department and the Advertising Council. 
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Hodges Joins 
Citizens National 


H. D. Ivey, president, Citizens 
National Trust & Savings Bank of 
Los Angeles, announced that Lauder 
W. Hodges, former executive man- 
ager, California Bankers Associa- 
tion, had become associated with 
Citizens National Bank and had 
been assigned to the operating de- 
partment. 

Mr. Hodges, from 1936 to 1946 
executive manager of California 
Bankers Association, has maintained 
law offices in Los Angeles for the 
past two years and has acted as 
counsel to California Bankers As- 
sociation’s committee on revision of 
the California Bank Act. Prior to 
1936 he was an attorney on the staff 
of the Federal Reserve Bank of San 
Francisco, associated with the law 
firm of Satterlee & Canfield, New 
York, and on the staff of the Na- 
tional Bank of Commerce, New 
York. 


* 


Motley Elected President 
Webster & Atlas Bank 


Edward Motley, senior executive 
vice president of the Webster & 
Atlas National Bank of Boston, was 
appointed its president at a special 
meeting of the board of directors 
July 1, Mr. Motley, member of a 
family prominent in Boston’s busi- 
ness and professional life for over 
a century and a half, was born in 
Boston in 1879 and is a graduate of 


As BANK ARCHITECTS & ENGINEERS 


Specializing in the design of bank buildings and equipment, we are prepared to furnish 
q Reports on the feasibility of alterations or new buildings: 
anal reliminary plan 


ysis, p: 


sketches, and cost estimates. 


{ Drawings and specifications for construction. 

{ Supervision of construction; aid in selection of contractors. 
{ Designs for lighting, decorations, furniture and equipment. 
{ Consulting services on design and construction. 


Bankers are invited to correspond with us regarding any aspect of their building. 


TILGHMAN MOYER COMPANY 
ALLENTOWN, PENNSYLVANIA 





We Find The Right Pinta Quickly 
On The Tacendide Film 


READ WITH a great deal of 

interest the article on page 14 
of the May issue of Bankers Mon- 
thly, regarding storage of deposit 
slips, handling of records by photo- 
graphing checks and deposits and 
returning the deposit slips to cus- 
tomers. We have been following 
this same procedure for several 
years, since the installation of our 
Recordak. However, we have one 
added precautionary feature which 
I believe might be of interest to 
some of your readers. 

In our bank, we do not mail all 
statements each month. Any cus- 
tomer wishing his statement mailed 
each month, receives that service. 
But there are a great number of 
our customers who call for the 
statements in person. There are 
many customers who do not wish 


Under such conditions, when a 
question arises about either checks 
or deposits, it’s not always possible 
to know in which month the items 
were photographed, nor on which 
film to hunt for it. 

Therefore, as a_ precautionary 
and safety feature, we require all 
customers to sign a receipt for 
statements received. The clerk 
making up the statement fills out 
the information called for on the 
card reproduced here, which thus 
identifies the statements, the num- 
ber of vouchers according to actual 
count, and the date of the last en- 
try on the statement. The custom- 
er, or his agent, signs for the state- 
ment and the delivering teller 
shows the date of delivery and the 
teller’s initial or number. 

If the statement is mailed to the 
customer, the same information is 


a monthly statement—getting their 
cancelled checks only a few times 
during the year. 


onal shown except that, in lieu of cus- 


tomer signature, we write in the 
word “mailed.” 

These cards are filed alphabeti- 
and cally, and are used for succeeding 
x of statements until both sides of the 

' : card are filled. Then, when it is 
necessary to find either a check or 
a deposit, we refer to his receipt 
card to find the statement which 
carried the postings for the date, 
and thus know which Recordak 
film to put in the machine. 

On the one receipt card we thus 
have: 

1. Proof as to the inclusive en- 
try dates on each statement. 

2. Definite check of the items in- 
volved in the statement, and the 
fact that the statement clerk enters 
it there, is proof that he or she 
must have made an inspection and 
count of the items. 

3. Record of who made up the 
statement. 
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Groton School and Harvard Col- 
‘om- lege. 


Plan 


Date of 
Last Entry 


Signature 


O 
ex 


Card which the customer or his agent signs when receiving a statement from a teller. 








4. Receipt, or signature, of per- 
son receiving the statement. 

5. Proof of the day statement 
was delivered or mailed. 

6. Proof as to who delivered or 
mailed it. 

This and the photographic film 
are all the records we need to keep. 
—Millard M. Martin, Cashier, Se- 
curity State Bank, Allen, Nebraska. 


A Bank Loan Put This 
Grocer On His Feet 


“Do you have many accounts on 
your books?” asked a banker of a 
grocer customer. 

“Do I?” asked the grocer. “I have 
never had so much money on the 
books in all my life.” 

“What would you do if you were 
able to collect about $10,000 right 
away?” 

“I'd fall right through the floor,” 
said the grocer. 

“No, you wouldn’t,” said the 
banker. “‘Be serious. There’s a bare 
possibility that you may be able to 
get $10,000 from your accounts.” 

“Come into my office,” urged the 
grocer. Let me get this straight. Do 
you think there might be a way 
that you can collect $10,000?” 

“Well, at least $9,999,” said the 
banker. 

“Even if it were $9,999,” said the 


grocer, “or only $5,000. I'd be 
tickled death.” 
“Whatwould you do with the 


money?” asked the banker. 

“Well, in the first place,” said the 
grocer, “I’d pay some bills I owe. 
In the second place, I’d do some re- 
modeling that I’ve been wanting to 


do for a long time. That would en- 
able me to handle more customers 
and to serve present customers 
much better. It probably would re- 
duce my expenses too.” 

“If you are willing to let me look 
over your accounts,” said the bank- 
er, “I might be able to successfully 
turn some of them into cash.” 

By checking off those accounts 
that were owed by people whom 
the banker knew to be good credit 
risks, it was discovered that it 
might be possible for the grocer to 
collect nearly $10,000, provided the 
bank would lend'the money to the 
people to pay their bills, 

“There must be some induce- 
ment,” said the grocer, “to my 
customers in order to get them to 
borrow the money at the bank in- 
stead of letting it run without in- 
terest here at the store. I certainly 
would be willing to throw off the 
interest charges and perhaps a 
little more.” 

The result of the conversation 
was that a number of the grocer’s 
customers were persuaded to bor- 
row money at the bank to clear up 
their accounts. The bank then ar- 
ranged a plan whereby customers 
could pay a small amount on their 
notes each month until they were 
completely liquidated. 

Another part of this plan was 
for the bank to put on a collector 
to handle certain other accounts. 
The bank advanced a part of the 
money represented by these ac- 
counts, and then sent out a collec- 
tor. This collector was able to 
gather in much more than the gro- 
cer thought possible. 


| Calendar Of Events | 


American Bankers Association 


Sept. 26-29 American Bankers Association, 
Annual Convention, Detroit, Mich. 

Oct. 13-15 22nd Annual Western Regional 
Trust Conference, Portland, Oregon. 
Nov. 4-5 17th Annual Mid-Continent Trust 

Conference, Chicago, Illinois. 


State Associations 


Aug. 5-7 West Virginia, Greenbrier Hotel, 
White Sulphur Springs. 

Oct. 3-4 Vermont, Fall Meeting, Wanmeck 
Hotel, Jefferson. 

Oct. 25-27 lowa, Annual Convention, Hotel 
Fort Des Moines, Des Moines. 

Nov. 10-11 Nebraska, Hotel 
Omaha. 


Fontenelle, 


Other Organizations 


Sept. 22-24 Mortgage Bankers Association 
of America, 35th Annual Convention, 
Hotel Commodore, New York City. 

Sept. 24-26 Association of Bank Women, 

Hotel Fort Shelby, Detroit, Mich. 
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Oct. 7-9 Amer. Safe Deposit Assn., Annual 
Meeting, Hotel Somerset, Boston, Mass. 

Oct. 10-13 N.A.B.A.C., Hotel Ansley, Atlanta. 

Oct. 20-23 Consumer Bankers Association, 
28th Annual Meeting, Carolina Hotel, 
Pinehurst, N. C. 

Oct. 25-27 Robert Morris Associates, Statler 
Hotel, St. Louis, Mo. 

Nov. 8-12 United States Savings and Loan 
League, New York, N. Y. 

Nov. 29-Dec. 2 Financial Public Relations 
Association, Annual Convention, Holly- 
wood Beach Hotel, Hollywood, Fla. 


Schools of Banking 

Aug. 2-13 Pacific Coast School of Banking, 
University of Washington, Seattle, Wash. 

Aug. 16-20 Kentucky School of Banking, 
University of Kentucky, Lexington, Ky. 

Aug. 16-28 School of Financial Public Rela- 
tions, Northwestern University, Chicago, 
i. 

Aug. 22-Sept. 4 School of Banking at the 

University of Wisconsin, Madison. 
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44 FASTEST GROWING 


: CUSTOMER SERVICE 
ae 
IN THE BANKING FIELD! 
. ol 
..35 Evidence of the enthusiastic acceptance and approval of 
Burroughs Commercial Teller’s Machines is contained in the 
39 | steadily growing list of banks (now over 1,200) that are using 
8 9 them, and in the unqualified endorsements being received from 
. 81 banks all over the country. 
J 
ae Checking account customers like this new system because it 
It saves time and gives the greater convenience and accuracy of 
..25 registered deposit receipts. Tellers like it because serving 
..42 customers is faster and easier, and so is cash balancing at the 
fl end of the day. Bankers praise the more efficient internal 
accounting it makes possible. 
id 29 
13 Your local Burroughs representative will gladly give you com- 
lete information about this fastest growing customer service 
..50- i in the banking field. 
..50 
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a BURROUGHS COMMERCIA 


- 48 


..94 


45 | WHEREVER THERE’S BUSINESS THERE’S 


Burroughs 
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manship. It will serve you with the three essentials 
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ACCURACY, SPEED and DEPENDABILITY. 


SNAAANG ACAOS 


ALLEN-WALES ADDING MACHINE DIVISION 
OF 
THE NATIONAL CASH REGISTER COMPANY 
444 MADISON AVENUE 


